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NOW DEXLOCK IN TU-TONE COMBINATIONS 
AND NEW INSERT-TOP, TULIP KNOBS 
ioe 
solid brass pin tumbler cylinder —no die cast or powdered metal parts. No 
lock installs faster than a DEXTER. Ss 





Now Dexlock key-in-knob sets offer a new peak of entrance elegance in 
an economy lock. They're now available with such tu-tone finishes as Brass 
and Black or Bronze and Chrome in standard 2%" or 5" backset. Avail- 
able with Dexter designed escutcheons for entrance doors as well as all 
functions for interior doors. Plus, such Dexlock features as economy price, 
factory assembled tie screws, easy cylinder removal, self-aligning latch and 





ae 






Privocy set in 
Black and Brass 


Passage set in 
Bronze and Chrome 





Portrait escutcheon, 
diamond mounting, 
in Brass and Black 


In Canada: 

Dexter Lock Canada Ltd., 

Galt, Ontario. 

In Mexico: 

Dexter Locks, Plata Elegante, 
S. A. de C, V. Monterrey. 
Dexter Locks are 

also manufactured in 

Sydney, Australia; Milan, Italy 
and Porto, Portugal. 


DEXTER LOCK DIVISION 


Dexter Industries, Inc., Grand Rapids, Michigan 
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BRADLEY’S 


STRAIGHT-LINE 


OAh FLOORING 


Straight-Line ripping by specially designed 
saws for processing rough oak for our flooring 
machines produces precisely straight strips. By 
this exclusive method, finished tongue and 
groove draw up exactly parallel from end to 
end, Result: a stress-free, stabilized floor that 
stays mirror smooth. Available in unfinished 
or prefinished by Bradley’s special method. Can 
load with Bradley Brand paneling in famous 
Arkansas Soft Pine, satin-like interior trim, 
mouldings, finish, glued-up treads; siding, 


sheathing, boards and dimension. Bradley 


Standard-of-Comparison quality in every item! 


BRADLEY LUMBER COMPANY of Uehantit 


WARREN,AR KANSAS 


Circle No. 2 on Coupon, page 118 
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Marble features gold on background 
colors of black, carnation, light green, light green, pale blue, shrimp pink, 
tawny beige, and off white tawny beige, and off white 


Smart new marble pattern adds 
extra selling magic to Bolta-Top 


Now Bolta’s new low-cost counter-top material 

comes in another exciting pattern, Bolta-Top 

marble. Quick and easy to install, Bolta-Top is i 

tough, long wearing and stain resistant... the / i. ' 
perfect answer for your do-it-yourself customers. GENERAL Pteene 
All the strong selling points of Bolta-Top plus a shoower Come i 

a complete color and pattern swatch card are 

now available in an attractive rack that holds 

10 rolls of Bolta-Top. Use the coupon for full 

information on how you can begin to enjoy 


the profits only Bolta-Top can bring. THE GENERAL TIRE & RUBBER COMPANY 
Bolta Products Div. - Lawrence, Mass. 


*MYLAR—DupPont’s Reg. T. M. for its super- 


strength polyesterfilm. Please send full information on Bolta-Top. 
NAME 


ADDRESS 
THE GENERAL TIRE & RUBBER COMPANY 


BOLTA PRODUCTS DIVISION ° LAWRENCE, MASS. 


ZONE STATE 
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SOLVENT 


Customers like the easy cleaning of today’s 





brushes with improved TYNEX’ nylon bristles 


Cleanup time is fast and easy when your customers use brushes with im- 
proved TYNEX nylon bristles. Paints, varnishes and lacquers clean easily 
and rinse thoroughly from brushes bristled with TYNEX. Brushes dry 
quickly . . . are ready for the next job. 

Valuable painting time can be saved, too. Brushes with tipped and 
“flagged” bristles of TYNEX nylon give high paint pickup and smooth, 
even paint release. They work equally well with any type finish, on any 
painting surface. 

Laboratory tests have established the high quality of today’s brushes 
with improved TYNEX nylon bristles. And your customers know these 
well-made brushes are their best buy. Stock a complete selection of 
brushes with TYNEX nylon bristles and benefit from this fast-growing 
customer preference. TYNEX is the registered trademark for Du Pont nylon bristles 


acuse 


BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY 


circle No. 1 on Coupon, page 118 


TyNEX’ 


nylon bristles 
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LATE AND 
IMPORTANT 


Newscast 


AMERICAN LUMBERMAN, FEBRUARY 17, 1958 


FOUR-POINT HOUSING PROGRAM PRESENTED. 


President Eisenhower in his budget message to Congress has detailed a 
four-point housing program for 1958. Proposals lead-off with the elimination 
of the requirement that the Federal National Mortgage Association (Fanny May) 
purchase mortgages under the urban renewal program at par. 

Most important is the request for an increase in the maximum interest rate 
on veterans mortgages as well as repeal of legislation imposing maximum 
discounts on VA and FHA mortgages. Other proposals are for an increase in 
maximum mortgages to $30,000 and authority to end direct purchase loans to 
veterans for homes. 











MORTGAGE MONEY SUPPLY IMPROVING. 


Congress studying the much better situation on mortgage money may decide 
the President's proposals are hardly necessary. Tight money is on its way out 
in the east and an easing is being felt Slightly in the midwest. A more 
rapid pace for this trend is anticipated in the months ahead. 

Discounts on government=-backed loans are Starting to decline primarily, 
mortgage experts say, on the heavy discounted VA 4%% mortgages and on top- 
quality FHA loans. In several cities, interest rates are also easing on 
conventional mortgages. There's nothing very uniform in this; in many areas 
money is still very tight. 











"MISSING LINK" ON BOXCAR UNLOADING NOW SOLVED. 


Three boom-type loading and unloading attachments for lift trucks are now 
either being tested experimentally or already on the market. The booms reach 
into far corners of the boxcar and cut unloading time. Mills also can use the 
devices to speed loading of lumber packages. Booms are of real significance 
in the goal for 100% mechanical handling of lumber, necessary to reduce high 
costs. See page 36 for first pictures of newest loader and test shipment of 2' 


module packages. 

















PERSONNEL CHANGES REFLECTING COMPETITIVE CONDITIONS. 


Major shifts in key people by many manufacturers reveal a determined effort 
to assemble a winning team which will deliver more sales in 1958. This same 
trend is also starting among wholesalers and retailers. 

Soon to emerge from producers are many new programs that dealers will 
applaud as long needed. There are sound employe training packages, exciting 
promotions for new homes, lots of brand new stuff to spur remodeling. 
Significantly the green light on much of this material wasn't given until late 
December or January. There was still hope up to that time that such elaborate 
programs might not be needed. 

Dealer patience is required when it comes to many of these new sales tools 
and programs. It could be April or May before literature and other items will 
become available. Dealers and wholesalers will then be swamped by some of the 
most ambitious sales promotion programs yet seen in this industry. 























DEALER SALES BOOMING IN FLORIDA. 


The record breaking cold snap has failed to cool the hot merchandising 
plans of Florida dealers, some of the most progressive in the country. Florida 
permits for new homes were up 9% in the first eight months of 1957 — third 
highest in the nation. 

Profits, however, still remain low. Competition from cut-rate operators 
has some dealers on the ropes in the Tampa and Miami areas. The first Reserve 
Supply in the state has just opened. So the sun doesn't shine every day, 
even in Florida. 
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New Finance Plan and Plentiful Mortgage Money 


Will Help Boost 1958 Housing, Say Experts 


¢ Housing Administrator 


Albert 


Mason, 


Cole and Norman 


head of FHA, tell builders at National Association of Home 
Builders Exposition that a proposed Government-insured 
“25% plan” from Uncle Sam will help to bring back mass- 


housing and spread FHA to new areas. 


¢ FHA ceilings on discounts will probably be repealed, accord- 
ing to sentiment expressed at the builders’ show. 


¢ Speakers tell the builders that mortgage money drought is 


already in the past. 


Everybody is apparently scrambling 
to help the housing industry break 
through the 1 million house mark this 
year, if platform speeches at the re- 
cent NAHB Exposition are any indi- 
cation 

Rep. Albert Rains, Democrat from 
Alabama, advocated more liberal 
credit terms on FHA mortgages and 
government loan commitments for 
low-priced housing amounting to 1 
million dollars. 

Rains also said that Fannie Mae 
should be required to purchase “any 
loan properly insured or guaranteed 
by the FHA or VA” rather than pur- 
chasing mortgages on a highly dis- 
cretionary basis as at present. 


"Co-insurance.” Speaking for the 
administration’s housing agencies, Al- 
bert Cole and Norman Mason revealed 
hopes for enactment of a plan for the 
Government to insure the top 25% of 
an unpaid balance for a housing loan, 
with the lender sharing the loss risk. 
This plan provides an incentive for 
private lenders to offer bigger home 
loans at moderate down payments, 
remove much incentive for second 
mortgage financing and help lenders 
in smaller communities participate in 
the FHA insurance program, it is 
claimed. 

An important part of the proposed 
program is that lenders would process 
all loans. The lender would conduct 
all appraisals and inspections under 
the plan and also would be allowed 
to fix interest rates, subject to state 
laws. 

The plan is known as “co-insur- 
ance.” In case of foreclosure, FHA 
would be liable for a loss figure up 
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to 25% of the outstanding balance of 
the mortgage at time of foreclosure. 
The lender would take the balance of 
the loss. 

The new Government 
similar in many ways to a plan con- 
ceived by the United States Savings 
and Loan League. The league’s pro- 
gram includes establishment of a 
privately-financed Home Loan Guar- 
antee Corporation which would be 
part of the Federal Home Loan Bank 
Board. It would permit insuring of 
the top 20% of conventional home 
loans up to a maximum of 90% of ap- 
praisal value. 


proposal is 


Decline of FHA. The NAHB dele- 
gates listened to several speakers who 
were actively “selling” FHA to the 
builders. Rep. Henry O. Talle (R- 
Iowa) pointed out that in 1950, nearly 
36% of all private housing starts 
were insured with FHA, but only 17% 
of the starts had FHA-insured mort- 
gages in 1956 and 1957. Talle wanted 
this changed. 

On the same subject, Frank Mor- 
rison of Silver Springs, Md., president 
of the National Savings and Loan 
League, said that in recent months 
conventional mortgages ran at the 
rate of 80% of loans made. He said 
that there are $48-billion in assets 
in savings and loan institutions. 


More money. Joseph B. McGrath, 
legislative director of the NAHB, said 
that mortgage discount controls are 
certain to become an important hous- 
ing issue in Congress. He noted that 
President Eisenhower said that “dis- 
count controls, however flexibly they 
may be administered, intrude into and 
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interfere with operation of the private 
home financing system.” 

Meanwhile, money will be 
ingly plentiful for mortgages this 
year, builders were told by R. B. Pat- 
rick, vice-president of the Bankers 
Life Co., Inc., Des Moines, 
speaking for life insurance company 
participation as mortgage purchasers. 

“First, I believe that life insurance 
companies will have in total more 
funds for investment this year and, 
second, the demand for capital from 
corporations for plant and equipment 
expansion will decline.” 

Low-cost housing. It was pointed out 
that the industry is currently building 
about 720,000 houses with conven- 
tional financing, implying that any re 
turn to “million-plus” will need the 
help of Government-insured mort- 
gages. This will depend upon meas 
ures that will bring back mass-volume, 
low-cost housing, according to Gordon 
W. McKinley, director of economic 
research of Prudential Insurance Co 
of America. He said that housing has 
been pricing itself out of the low- 
income market. He urged builders to 
get rid of antiquated building tech- 
niques and to strive for high-volume 


increas 


Iowa, 


operations. 

Meanwhile, the University of Michi- 
gan’s Survey Research Center re 
leased its latest consumer’ survey 
which shows that the number of peo- 
ple who intend to buy or build a house 
in the next six months is lower than 
at any time during the past few years. 
Consumers with income under $5,000 

where the mass housing market lies 

showed a marked out-of-the-market 
mood, according to the survey. 


HOME BUILDER REPORTS: 


@ "You're Being Outsold,"’ Home Build- 
ers Told 
—page 1/2 
@ Builders Advised to Use Components 
—page 1/12 
@ Buy Direct? ''Not If We Can Help 
It" Say Tract Builders 
—page 24 
© Control Your Costs, Builders Told 
—page |18 
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The long range values of effective kiln-drying are well-recog- 
nized, but oak flooring that has not been properly kiln-dried 
and tempered can cause BIC, IMMEDIATE problems. 

How about those new homes your builders have recently turned 
over to their new owners? Now that these houses are occu- 
pied and being heated, are you having complaints due to floors 
shrinking, buckling or cupping? 

You eliminate these problems created by heat and humidity 
factors together with poor kiln-drying by supplying your build- 
ers with Lockwood Brand Oak Flooring. Lockwood measures 


2%" when delivered and laid, and it positively stays 2%” 
under normal conditions. 


CLOUD KILN-DRYING 
PROTECTS BUILDERS 





P.S. Improperly kiln-dried oak flooring may u arp and shrink even in the 
warehouse. This is another “safety first” reason for dealers stocking 





x. . .it's especially important right now— 
so furnish them the "Safety-First’ brand! 


rq 
STOCK CLOUD’S 


Leaekw@ee@® 
OAK FLOORING 











Cloud has perfected highly technical equipment which is oper- 
ated by skilled personne!, to guarantee ‘‘safety-first’’ kiln- 
drying and tempering. 


Scientific controls and alert supervision of Cloud's compart- 
ment, cross-circulation, fan-type kilns make Lockwood Brand 
the oak flooring that doesn’t shrink, warp, buckle or cup. 


Your builders save waste in time and materials, avoid damag- 
ing ill-will, and eliminate aggravating, costly adjustments when 
you furnish them with Cloud's Lockwood Brand Oak Flooring 
for every installation. 





Cloud’s Lockwood Brand Oak Flooring! 


CLOUD — 


OAK FLOORING CO. 


LET US QUOTE ON 
YOUR REQUIREMENTS 


QUALITY OAK FLOORING 
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“Youre Being Outsold,” Home Builders Told 


¢ Deference to merchandising ability of auto and food indus- 
tries made from platforms at National Association of Home 


Builders Exposition. 


¢ Speakers explain that hottest prospects today are already 
homeowners. This means, they say, that builders must sell 
quality and construction, which are keys to second-home buyer. 


® Model home is builder’s most important sales tool, say NAHB 


speakers. 


¢ Post-sales selling is responsible for as high as 70% of new 


home sales for one builder. 


Better merchandising is a “must” 
if builders intend to increase sales, 
NAHB panel speakers warned in Chi- 
cago last month. 

“The auto and food industries are 
merchandising us blind,” declared Irv- 
ing Rose, Detroit builder and panel 
chairman of a merchandising shop 
talk discussion. 

“Do you ever find that a new car 
displayed in a sparkling auto show- 
room with the doors locked, or the 
seats missing?” asked David Fox, 
builder from Dallas, Texas. “Of 
course not. But without a furnished 
model, that is precisely how a pros- 
pect must buy houses.” Fox declared 
that the industry can easily lift itself 
out of any “slump” if every builder 
would know how to merchandise the 
model home. 

Ray Cherry, tract builder from Los 
Angeles, said .that merchandising 
should start before a builder buys 
land. You have to merchandise the 
location as well as the house, he ex- 
plained. Cherry also said that use of 
billboards, newspaper, radio and oth- 
er advertising is necessary, but only 
for one function — to attract people 
to the model home. “Keep this in mind 
and don’t overload your ads. Give 
prospects the details at the model 
home,” he said. 

Three models. Builder Fox of Dallas 
uplifted house sales from $400,000 to 
$3 million annually — most of it due 
to impressive model home and promo- 
tion programs. Fox maintains three 
models. One is completely furnished, 
another is partially furnished, and the 
third shows the house bare of fur- 
nishings. “The first creates desire; 
the second and: third are full of sell- 
ing signs that sell our construction 
and also serve as our sales office,” he 
said. 

“Never, never use ropes to keep 
people from enjoying your furnished 
model,” advised Fox. “We furnish our 
model exactly as if it were occupied— 
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including food in the kitchen, the beds 
madeup, clothes in the closet. We in- 
vite people to sit down and smoke. In 
this way they begin to ‘feel’ how it is 
to live in the house. Then they go 
to our second model to study our sell- 
ing signs that adorn every feature. 
Then, in the third model they discuss 
financing, etc.” 

In three years of encouraging visi- 
tors to “live” in the furnished models 
on inspection, there has been only one 
cigarette burn to the furnishings. 
“People will respect what you re- 
spect”, Fox said. 

He said that it is important to 
create a “conversation piece” in your 
models. In one case, Fox put red car- 
pets on the front walks. 

Post-sales selling. A continued 
friendly relationship with the home 
buyer, both before and after construc- 
tion, can be responsible for as high as 
70% of new home sales, James 
Nuckolls, Tulsa builder declared. He 
said an analysis of his sales disclosed 
that this percentage of new customers 
were either close friends or business 
acquaintances of people his firm had 
sold previously. 

The importance of having the new 


Builders Told to 


A free advertisement on behalf of 
lumber dealers who fabricate and sell 
“components” was given at the NAHB 
Exposition by Leland F. Lee, Dallas 
builder, who erects 50-100 houses a 
year. 

“Component parts will be the only 
answer to volume building needs in 
the 1960’s,” predicted Lee, who point- 
ed out that the prefab industry is 
already turning to components for 
time and cost-saving construction. 

“You have complete control of your 
architect and your men in the field 
when you use components,” said Lee. 


home ready for move-in day was em- 
phasized by several speakers. Some 
builders even handle the entire move- 
in operation for customers. A check- 
off list is customary to make sure the 
house is in near-perfect condition with 
utilities turned on in advance. 

Complaints? Prompt complaint ad- 
justment is important in good post- 
sales selling. A number of builders 
said they or their sub-contractors han- 
dled all necessary adjustments with- 
in a 30-day period. (One builder pro 
vided a small tool kit as a present to 
every home buyer.) 

“Indirectly, by word-of-mouth ad- 
vertising, ours is a repeat business,” 
said Detroit’s Irving Rose, “although 
we have not thought of it that way. 
We should provide the same service 
that a customer expects in other types 
of business.” 


BUILDING OFFICIALS — The National 
Association of Home Builders elected 
Nels G. Severin, San Diego, Calif. (center, 
above) as president for 1958 at the Janu- 
ary convention in Chicago. The official 
board includes (above, |. to r.): E. J. 
(Jim) Burke, Jr., San Antonio, Texas, sec- 
retary; Edward W. Pratt, Royal Oak, 
Mich., treasurer; Severin; Carl T. Mitnick, 
Merchantville, N. J., Ist vice-president; 
and Martin L. Bartling, Knoxville, Tenn., 
2nd vice-president. 


Use Components 


“You can use semi-skilled labor to as- 
semble parts, but you cannot if you 
build from pieces.” 

Co-op land. Another idea presented 
at the builders’ convention which 
should be of interest to dealers is the 
use of cooperative land buying. Clay- 
ton Powell, Savannah, Ga., builder, 
described how seven builders partici- 
pated in a plan to develop a 1,000- 
acre tract. Participating builders 
bought stock ranging from $5,000 to 
$25,000. No builder was permitted to 
resell land to the public and no build- 
er developed an entire street. 
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This New “Self-Service” Color Center 
is making Sensational Profits for é 


SUPER KEM-TONE and KEM-GLO DEALERS 








Americas 
finest 
woll paint 
and ename!/ 
in matching 
colors ... 












1, Spotlights famous 
Color Harmony Guide 


Demonstrates the 

full selling power of this 
proved sales maker. 
Customer color selection 
is fast and easy 

... Saves your time! 


2. Colors shown in 
room-like dimension 


Curved columns of 
color reproduce 
highlights and shadows 
of actual room 
conditions... eliminate 
all color guesswork. 











Available only from these companies: 






ot 


) eres | SaaS 





3. Take-home chips 
conveniently located 


Easier than ever for 
customer to pick 

out color samples to 
use at home. Features 
all the trend-setting 
colors for 1958. 


4. Scientifically 
lighted 


Balanced lighting 
brings out the 

true beauty of 
each of the 

colors ... eliminates 
color distortion 


The Sherwin-Williams Co., Cleveland « Acme Quality Paints, Inc., 
Detroit « John Lucas & Co., Inc., Philadelphia - W. W. Lawrence 


& Co., Pittsburgh « The Martin-Senour Co., Chicago « The Lowe 
Brothers Co., Dayton + Rogers Paint Products, Inc., Detroit 





2 fast moving, profit building 
items for Spring 


Screen Materials 


Springtime is screen time—and this year 
new homeowners and old homesteaders 
alike will be making their own screens with 
Reynolds Do-It-Yourself Aluminum. 
Screens are easy to make with Reynolds 
Do-It-Yourself Aluminum . . . a complete 
screen can be made in about 15 minutes. 
Preformed screen sections in 6, 8 and 12 
foot lengths, snap-in corner locks, braces, 
vinyl splines—all the materials for your 
customers are ready made—make sure your 
stock is complete. Show your customers the 
advantages of making their own screens— 
and get tie-in sales of miter boxes, saws, 
files and aluminum screen wire. 


Lawn Edging 


Here is the superior aluminum lawn edging 
that your customers will be buying and 
using this year. Reynolds Aluminum Lawn 
Edging is heavier gauge—.0/9 gauge alu- 
minum instead of .016 like most others. It is 
stucco embossed for still more strength. 
And, only Reynolds Aluminum Lawn Edg- 
ing has rolled—not crimped—edges for 
greater safety, easier installation. Now 
available in two popular packages . . . 100 
foot “Take me Home”’ roll—the length pre- 
ferred by users; plus a handy 40 foot, 
“Landscape Trim” roll for small, trimming 
jobs. Both rolls are marked every 12” .. . 
easy to cut to needed lengths. Sure to be a 
best seller this spring, so stock up, today on 
Reynolds Aluminum Lawn Edging. 




















y 


By the makers of Reynolds Wrap “¥7 
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DO-IT-YOURSELF 


Make your Reynolds 
Do-it-Yourself Aluminum rack 
a “Profit Center" in 1958... 


Homeowners go for Do-It-Yourself Aluminum be- 
cause it makes home fix-up easier—it’s just the thing 
for many particular repair or maintenance jobs. A 
completely stocked rack is a high-volume, big- 
profit, center—keep yours stocked and out where 
your customers can see it—you’ll find customers 
coming back time after time for more, handy, Do- 
It-Yourself Aluminum. 

Remember, ordinary woodworking tools are all 
that’s needed with Reynolds Do-It-Yourself Alumi- 
num—it won’t harm hand or power tools. You can 
build profitable related items sales with Reynolds 
Do-It-Yourself Aluminum, too—ask your customers 
if they need tools, blades, bits etc... and aluminum 
fasteners . . . when they shop your Do-It-Yourself 
Aluminum rack. 


Double Channel 
Track Sets for 
Sliding Doors 


Here’s a Do-It- 
Yourself Aluminum 
item that’s a must 
for home craftsmen 
building projects 
where sliding doors 
are planned. Glass, 
masonite, plywood 
all fit—and glide— 
perfectly in the 
smooth, preformed 
Yor 4 inchchannels. 

Double Channel Track Sets come in six foot 
lengths, have a wide flange far easy fastening to 
frame, and have a handsome satin-striated finish on 
the exposed side. 

Next time a home craftsman buys material for 
cabinet work, show him Reynolds Do-It-Yourself 
Sliding Door Track Sets—he’ll thank you and be 
back for more. 


ADVERTISING 


} sapere 
aS Parade — 


Reynolds Do-it-Yourself Aluminum advertising 
packs local punch—appears in Parade and This 
Week Sunday supplements—reaching customers 
in your trading area. Plus, “how to” projects in 
Popular Mechanics and Popular Science. 


Matching 
tess Tray | Tot's Table 
_ | and Stools 


Free—Project Sheets for your customers. Keep 
your rack full—send today for complete list. Use as 
mailer, envelope stuffer, pass out to customers. 


REYNOLDS 
HELPS YOU 
BUILD SALES 
AND 
PROFITS! 


Watch Reynolds All Family Television Program ‘‘Disneyland’’, ABC-TV. 


REYNOLDS Do-It-Yourself ALUMINUM 


2496 South Third Street, Louisville 1, Kentucky 
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Big Remodeling Contest Returns Swamp Judges; 


1,500 Dealers Already Signed as H.I-C. Members 


® Over 


two weeks. 


13,000 homeowners enter nationwide contest in first 


¢ New Orleans becomes first city to get charter. 


® Sears Roebuck to stage “Home Improvement Fair”. 


¢ Your newspaper should have HIC promotion material. 


More than 13,000 homeowners have 
already entered the “How’s Your 
Home?” contest sponsored by the 
Home Improvement Council, successor 
to OHI. The report was made at a 
meeting of HIC board of directors by 
the R. L. Polk & Company, a national 
contest judging organization. Polk 
said that the report covered just two 
weeks and most of the returns came 
from contest blanks in the January 
Better Homes and Gardens. Predic- 
tions were made that at the present 
rate 700,000 or more entries could be 
anticipated. 

Fred C. Hecht, HIC chairman and 
general retail merchandise and sales 
manager of Sears Roebuck & Co., gave 
directors further good news. At the 
end of January about 1,500 retailers 
had become HIC members and more 
than half were lumber dealers. Hecht 
said new members were now joining 
at a faster clip each day and that 
10,000 retailers or more could be 
counted on eventually. 

As January ended, Hecht reported, 
nearly 100 manufacturers and associ- 
ations had become HIC members. He 
showed the meeting a new brochure to 
further stimulate manufacturer co- 
operation. 

First charter granted. New Orleans 
became the first city to become com- 
pletely organized on a local level and 
receive 1 HIC charter. Sparked by 
Ivan Foley, formerly with the R. F. 
Mestayer Lumber Co., this city now 
has 65 yards, contractors and other 
groups active in HIC. 

Magazine support. Leading publica- 
tions presented plans for their support 
for HIC and received approval by the 
directors. Living magazine will co- 
ordinate remodeling projects in about 
21 cities with the support of manu- 
facturers and local contractors and 
dealers. They plan to have open 
houses similar to those staged for new 
model homes. It will be all very local 
with good opportunity for favorable 
publicity for all trade factors. Dealers 
interested in having the promotion in 
their city should write Living, 595 
Madison Avenue, New York, N. Y. 

Popular Mechanics plans thousands 
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EARLY PROMOTER of Home Improve- 


ment Council's nationwide remodeling 
contest for consumers was Len Rough- 
garden, above, owner of Alpine Lumber 


Co., Hackensack, N. J. 


of calls on dealers to explain HIC. 
They will have a dealer contest and 
special display materials will be avail- 
able. Within the magazine itself, HIC 
will be promoted by special editorial 
features on remodeling and ads in the 
book. 


American Lumberman wil! soon an- 
nounce a contest just for our readers. 
It will be for dealer achievement with 
remodeling. Prizes will be given but 
stress will be placed on publicity to 
be given at the local level to the win- 
ners. A recent American Lumberman 
survey revealed that many dealers 
preferred recognition by an outside 
group, which increased their standing 
in the community. All winners will 
benefit by an 8-point public relations 
plan to be handled from Chicago. 


Need more cash. HIC presently has 
a surplus but more than $300,000 still 
must be raised to carry out the 1958 
promotional program. J. Andrew 
Painter, HIC treasurer, sees no diffi- 
culties in raising the amount if pres- 
ent enthusiasm continues. 

Complete information on HIC is 
available by writing the Home Im- 
provement Council, 2 East 54th Street, 
New York 22, N. Y. The fee schedule 
is as follows: 

Dealers and contractors with more 
than 25 employes—$50. 

Dealers and contractors with less 
than 25 employes—$25. 

A line yard or small organization 
with several branches must pay for 


each unit. When a local charter is ob- 
tained in your community half of the 
fee will be returned for use on the 
community level. This money can be 
used to hire clerical help, local ads or 
for a demonstration project. 


Newspaper section. As reported in 
the last (February 3, News- 
letter), HIC now has ready a com 
plete eight-page newspaper section fo1 
use by local newspapers. Prepared by 
the Publishers Auxiliary, a copy now 
has been mailed to 2,400 newspapers 
throughout the country. The material 
is ideal for a special section, perhaps 
this spring in your city. All the work 
has been done for the editor—fea 
tures, illustrations and a full explana- 
tion of the importance of keeping up 
America’s homes. 


issue 


Guarantees Millwork Prices 


A new price policy which protects 
customers against both a rising and 
falling market is being undertaken by 
The Silcrest Co., Wausau, Wis. “Its 
purpose is to give our dealers confi- 
dence to buy in an uncertain market,” 
says president L. T. Riordan. The 
new policy, he explains, recognizes 
the heavy investments made by mill- 
work dealers by protecting against 
market fluctuations and lending stabil- 
ity to their prices. 

The guarantee gives Silcrest cus- 
tomers “60 days’ advance notice of 
any price increase. During this 60-day 
period all orders for normal require- 
ments will be honored at the prevail- 
ing lower price.” The company further 
guarantees, in the event of any reduc- 
tions in its price schedule, to refund 
the difference between the old and new 
prices on all billings during the 60- 
day period preceding the effective date 
of the price reduction. 


School Days at Formica 

A fabricator training school con- 
ducted by the Formica Corp., subsidi- 
ary of American Cyanamid, at its 
Cincinnati plant will be open to all 
Formica technicians, as well as _ to 
mechanics in allied trades who are 
interested in becoming Formica fabri- 
cators or wall applicators, beginning 
March 3. 

There will be two one-week courses 
of study: (1) The general course will 
cover the full scope of Formica in- 
stallation, as well as general informa- 
tion on core materials and adhesives, 
and (2) a special course will be con- 
ducted for sink-top fabricators. 
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RST AID 
FOR SICK SALES 














Mullion Unit — Large glass areas 
t ° ° . “” 
for extra view and extra beauty Single Unit for “High Wall” use 


in kitchens, bedrooms and baths, 




















: — = ae } ih Single designed for 
Your builder and owner customers are i= reer ys oat 
P | ; with minimum loss 


looking for products that will provide a er yale 
fresh architectural flair. The wide variety —_A 

of R-O'W High-Lite styles and _ sizes 

not only individualizes homes, but (with 

the removable feature and the spring- 

pressure weather seal) makes them more 

livable. Demonstrate these high-styled, 

high-quality windows and write up orders 


for the rest of the materials, too. 


Triple Unit for the 
picture window look with 
a ventilation bonus. 








DEALERS: During the general building decline of 1957, 
national sales of ReO*W HIGH-LITE Gliding Windows 
increased substantially. Appearance, performance and 
value combine to make this window more and more 
popular. Stock them and profit from joining the swing. 


R-O-W SALES COMPANY: 1308 ACADEMY - FERNDALE 20, MICHIGAN 
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struction used at the head. 








FASTER INSTALLATION. Only two cuts, above, are necessary to 
adjust the height of the load-bearing struts on the type of con- 








COMPONENT WINDOW. The light area, center, shows the com- 


ponent window being joined to adjacent studs 


Andersen Corp. Joins Swing to Components 


Structural Windowall is marketed for panelized con- 


struction, complete with glued and nailed load-bearing struts 


and nailers. New windows mean faster erection time, sub- 


stantial savings on material, labor. 


Two-thirds of the steps required in 
framing a conventional rough open- 
ing and installing a window are elimi- 
nated by Andersen’s new structural 
Windowall shown for the first time at 
the recent NAHB convention. The 
new wall components are essentially 
complete window units with wall 
framing members factory-installed. 
They fit any type of frame construc- 
tion. 

Fred C. Andersen, president, com- 
mented that in his opinion the new 
product represented a three-way step 
forward in building. His selling points: 


“1. It should mean a better, tighter 
window installation. 

“2. By delivering a window as the 
part of a larger component, we have 
moved many operations from _ the 
building site to our factory. This will 
result in faster erection and some 
rather striking economies in labor 
and materials. 

“3. These savings on installed cost 
will be available everywhere because 
the new product fits into the estab- 
lished distribution of building mate- 
rials and every type of frame con- 
struction, including panelized systems, 
such as Lu-Re-Co.” 

The new Windowall consists of an 
Andersen window unit (or exterior 
door frame) which is actually glued 
and nailed to two load-bearing struts 
and to nailers at the head and sill. 
The gluing adds strength and offers 
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considerable resistance to racking. A 
jack stud assembly completes the com- 
ponent, furnishing all of the nailing 
members needed in the lower wall. 


Installation is rapid. Only two cuts 
are required to adjust the height of 
the two load-bearing struts to the 
particular type of construction used 
at the head. Then the structural Win- 
dowall unit can be joined with adjacent 
studs and lined up with the rest of 
the wall frame. 

In mullions and larger multiples, 
the Andersen units are simply butted 
against each other. This gives support 
at 4’ intervals so nothing heavier than 
two 2”x6” headers are needed in one- 
story buildings. 

Andersen will manufacture struc- 
tural Windowalls in seven sizes and 
structural door frames in two sizes. 
All but one of the window components 
are 48” wide. The other window is 32” 
wide. All of the units will fit with a 
16” stud rhythm in both single anc 
multiple installations. Windows _in- 
cluded in the component are Andersen 
Beauty-Lines in four heights from 3’ 
to 6’ and 22” and 30” Andersen Flexi- 
vents. The two structural door frames 
will handle 6’8” doors in 2’8” or 3’0” 
widths. Heads of doors and windows 
line up automatically. 


Tested product. According to Ear! 
Swanson, Andersen vice president for 
engineering and manufacturing, de- 
sign work was started on the new 
product in the late 1940's. 
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CONVENTIONAL framing requires con- 
siderable framing and insulation for a 
sound installation. X's indicate framing 
members omitted when using Andersen's 
new component window. 
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ANDERSEN system, shown in darker area, 
provides glued and nailed struts and nail- 
ers and a jack stud assembly. 
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IT’S NEW! 


From end to end, inside and out, Arrow’s HT-50M hammer 
tacker is brand new; the product of over a quarter 
century’s experience in tacker design. 


Iil’S RUGGED! 


The HT-50M performed perfectly even after exhaustive field 
tests under the most adverse conditions had been conducted 
... a testimony to its incredibly rugged construction! 


IT’S LOADED! 


Arrow’s new HT-50M loads in a second .. . from the top! 
Takes two full strips (170) of .050 wire staples. 
Same machine takes four different staple sizes! 


RROW'S NEW 
AMMER TACKER 


WITH PERFECT BALANCE! 























Here’s the kind of tool every professional man, every 
workman appreciates. Made to take it, it also is 
balanced so perfectly you can staple for hours without strain! 


¢ All steel construction! 
Sure-grip handle! One hand operation! 
Jam-proof performance! 
Big capacity! Holds two strips (170) of staples! 
Takes all these T-50 staples: 1/4'', 3/8", 5/16" and 1/2”. 





Ideal for batting, insulation, carpeting, upholstery, lining box 
cors, posters, shipping, carpentry plus hundreds of other jobs! 








Rounded striking edge cannot cut or injure Lift up and load. Drop staples into track, snap 
material being stapled. cover shut and you're ready for instant stapling! 

















Order from your jobber today! You never lose a sale because... 
ARROW SELLS ONLY THROUGH THE TRADE! LIST: $16.50 
Model #HT-50M | 


For further information and full line catalog, write 


Manow FASTENER ['0.,/NC. 


One Junius Street, Brooklyn 12, New York 
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Dealer Sales Kit for Five Markets 


Each of the packages from Weyerhaeuser includes display 
materials, plan books, and ad mats. Also announced is a neu 
publication dealers can send to contractors. 


Determined to help lumber dealers 
increase their sales in many markets 
in 1958, Weyerhaeuser has just an- 
nounced a series of promotional kits 
for hard-hitting merchandising. They 
will cost the retailer from $10 to $20. 
Each kit is slanted for a specific mar- 
ket. The run-down: 

Home Building: The kit includes 14 
display banners and posters, a bronzed 
display rack with 40 plan books, three 
contractor binders for plans and lit- 
erature, five display plaques for model 
homes and a series of ad mats. Price, 
$20. 

Farm Building. The kit consists of 40 
farm plan books with a metal rack, 
farm pricing book for quick estimat- 
ing, 14 display banners and ad mats. 
Price, $15. 

Fencing. Both low and high fences 
are promoted by this kit. It includes 
50 idea books in a stand, 14 display 
banners and posters and a group of 
ad mats. Price, $10. 

Garage & Carport. There are 80 idea 
books in a stand, a colorful assortment 
of display banners and posters and 
id mats for local use. Price, $10. 

Cabins, Cottages. The wall or count- 
er stand will come stocked with 25 
plan books showing the latest designs 
for cabins and cottages. Display ma- 
terials and ad mats are also included 
in this package. Price, $10. 

Weyerhaeuser’s new publication, 
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Building News, will be issued peri- 
odically and mailed free to contractors 
selected by lumber dealers. Stress in 
the periodical will be on new lumber 
products and their advantages, appli- 
cation techniques and building ideas 


LUMBER 


Upswing in Orders 

Fir lumber and plywood orders at 
northwest mills hit their highest week- 
ly total in four months in late Janu- 
ary. While prices continue soft, in- 
dustry sources report a psychological 
change of attitude away from pessi- 
mism is taking shape among north- 
west lumbermen. “The bottom has 
been reached,” claims one lumber 
wholesaler. Plywood is weak. 


KANSAS CITY—Retailers are wit- 
nessing easier prices for the first 
time in months in the southwest. The 
price declines took place on 6” and 8” 
boards and generally were cut around 
$2 a thousand board feet. The lower 
prices, instituted by some of the smal] 
mills, are meeting resistance by the 
larger operators. Some lists quoted 
No. 2 1x8s as luw as $78, which is a 
cut of around $4 from the December 
level. However, the general level is 
around $80. 


TNNTVORENAES AHURA APSHA 


UTTAR LLL 


OBITUARIES 
J. F. Donahue, chairman of the 
board, Great Lakes Distributing Corp., 
South Bend, Ind., died Jan. 6. Well 
known in the industry, Mr. Donahue 
was one of the original incorporating 
members of the National Building 

Material Distributors Assn. 


Alfred H. Steinman, 81, chairman 
of the board, Steinman Lumber Co., 
Milwaukee, Wis., died recently after 
suffering a heart attack. 


Should Window Sizes 
Be Standardized? 


At least 3,000 different sizes of win 
dows now are being installed in Ameri 
can homes, reports Capitol Products 
Corp., Mechanicsburg, Penna., manu- 
facturer of aluminum building prod- 
ucts. Of these, eight basic sizes meet 
half of all building requirements, with 
the remaining 50% requiring the 
manufacturer to operate facilities that 
force higher prices for all sizes. 

According to president Eugene Gur- 
koff, these requirements could be more 
completely standardized and failure to 
do so is necessarily reflected in the 
final cost to the purchaser. It also can 
delay delivery to the builder, thereby 
holding up construction, by preventing 
the manufacturer from stocking large 
quantities of all sizes. Gurkoff calls 
for industry-wide attention to this 
problem. He feels that standardiza- 
tion of window sizes would benefit 
both the entire building industry and 
the home buyer. He contends that the 
guide to size should be the room and 
its use. 


PRICES 


Dimension stock is holding firm and 
few concessions are available. 


TACOMA An apparent decline 
from $72 to $68 per thousand in the 
key grade of sanded plywood prices 
became evident last month. Two 
major producers were unwilling to 
discuss the drop, although they did 
not deny it. A spokesman for a smaller 
firm said, “We have not lowered our 
prices until today, but it has become 
evident that $68-$70 is the pattern.” 


SAN FRANCISCO—Northern Cali 
fornia lumber dealers responded with 
enthusiasm to news from the Pacific 
Northwest that major fir plywood 
producers had further cut the price 
of sanded fir plywood about 3%, down 
to $70 a thousand square feet for the 
%4” key grade. 

Further price cuts in other species 
and grades, industry spokesmen be- 
lieve, may give a slight boost to the 
entire market, which continues to sag. 


TAs MUA. LUAU LLU 
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ABSOLUTE FINEST in OAK FLOORS™ 


BE SURE HE DOES 
THIS ¢@ « 


(SUB-FLOOR MUSTS) 


Use 1-inch, kiln-dried No. 1 or No. 2 
boards of any softwood species com- 


monly used for sub-flooring 
Preferred widths are 4” or 6”. Unlike 
wider boards, swelling and shrinking, 


if any, are not out of proportion to that 


of the finish flooring. 


Face nail either width solidly at each 


bearing with 7 WO 10-penny nails. 


If 8” boards must be used, fasten with 
THREE 10-penny nails at each bear- 
ing. By the same token, 10” boards must 
have FOUR 10-penny nails at each 


bearing. (12” boards must not be used.) 


Space boards ! Neg apart to allow normal 
expansion. All butt joints should rest 


on bearings 


Do not use boards that have served as 


concrete forms. 


THEN LAYS THIS e@ e 


To Be Proud 
Of a Beautiful : 
Oak Floor i. alee 


There Is No Substitute For Certainty 


ORDYCE LUMBER COMPANY 


FORDYCE, ARKANSAS 


/ ’ “0 , 
A, 
G/989 


Manufacturers of Fordyce Royal Oak Flooring; Arkansas Soft Pine, ROYAL OAK TRIM, 
WOLMANIZED* TREATED LUMBER & TIMBERS *Reg. U.S. Pat. Off. 
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Visit our exhibit at the NERSICA Show, Convention Hall, 
Atlantic City, N. J., Feb. 22-25, Booths 716 and 720. 


Rolling glace doors can devide 


No single feature of new home design has caught the public fancy in such a 
sweeping manner as modern rolling glass doors. 


These magnificently engineered doors by Capitol are presented in a complete 
line that will give you the chance to “‘Capitolize’’ on this growing demand. 


Available in two, three and four panel units, in widths from six to sixteen feet, 
in various heights to eight feet, Capitol rolling doors appeal to the builder 
because of ease of installation, and will attract the homeowner because of their 
smart styling, smooth operation and simple maintenance. 


Rolling doors by Capitol received a significant stamp of approval when they 
were chosen by Bill Levitt for his homes in Levittown, Pa. 


Perfect machining, careful assembly 


and factory checking assure trouble- 

free installations. You may have \ / \ A , \ Z 
Capitol rolling doors with single , ' f 
glass or Thermopane. They are com- a 

pletely weatherstripped in vinyl a & 

plastic, wool pile and polyethylene. 


Cylinder lock with automatic latch is : 
a standard feature. TYPE O-X TYPE O-X-X-O 


initiations 

















Aluminum 
all-weather doors 


” Capitol 


give that touch of 
luxury at 
modest cost 


Back all this with the Capitol name and reputa- 
tion, Capitol delivery and Capitol service . . . and 
you have an unbeatable combination. Keep in 
mind that you can get your aluminum combina- 
tion storm doors and windows from Capitol, too. 


ROLLING GLASS DOORS « PRIME WINDOWS 
STORM DOORS, WINDOWS, SCREENS e JALOUSIES ¢ EXTRUSIONS 





Capitol 


ALUMINUM 


PRIME SLIDING WINDOWS 


Still unmatched in the building industry, still 
exclusive with Capitol, this remarkable prime slider 
is like an answer to the builder’s prayer. 


POSITIVE AIR-TIGHT, WEATHER-TIGHT CLOSURE 


Capitol’s new compressive vinyl seal and new design of 
meeting rails makes this window such a positive seal against 
the elements that wind and wind-driven water at hurricane 
force could not get through.* 


*Results of tests at the University of Miami and the Pittsburgh Test- 
ing Laboratory will be sent you on request. 


EASY OPERATION...NOT A RATTLE 


Heavy aluminum extrusions are welded into a rigid frame. 
Reinforced, perfectly mitered corners add extra strength, 
make sagging or warping impossible. Sliding sections have 
nylon guides. Units slide freely at the touch of a finger. 


PATENTED FINGER-TIP AUTOMATIC LOCK 


Here's the finest sliding window lock available today. Attrac- 
tively designed, it opens at the touch of a finger . . . auto- 
matically locks when the window is closed. It's fool-proof! 


EASY, TROUBLE-FREE INSTALLATION 


With the simplicity of design, and easy-to-follow installation 
instructions on every window, improper installation is virtu- 
ally impossible. 





CAPITOL PRODUCTS CORPORATION 
Mechanicsburg, Pa. 


Please give me complete information as soon as possible on 


Capitol Rolling Glass Doors 
Capitol Prime Sliding Windows 
Capitol Combination Storm Doors & Windows 


NAME 





COMPANY ___ 





ADDRESS_ 








TELEPHONE __ 
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Buy Direct? “Not If We Can Help It” 
Say Tract Home Builders 


The lumberyard which is set up to sell on volume basis will get 
tract business, interviews with builders indicate. 


Compensatory pricing and efficient 
delivery by “house loads” on the part 
of the lumberyard brings tract build- 
ers into the retailer’s fold, according 
to home builders interviewed at the 
National Association of Home Build- 
ers Exposition last month. 

This refers to the principle of rec- 
ognizing the special delivery and on- 
site storage problems of the large 
builder and his quantity purchasing 
requirements. 

The interviews, three of which are 
digested below, reveal that in most 
markets there are only a handful of 
dealers actively seeking the volume 
builder’s business and these dealers 
usually confine their sales to basic 
materials, as distinguished from spe- 
cialties. If the builder buys hardware, 
roofing and other specialties from 
applicator specialists, it is only be- 
cause the lumberyards in the area 
have not been aggressive on these 
lines, it was indicated. 

Other studies by American Lumber- 
man show that outside of the metro- 
politan markets all materials and spe- 
cialties are sold through the dealer to 
builders. And the 50-house builder in 
every market will buy from local 
yards. In today’s market, the bulk of 
builders are no bigger than the 50- 
house type, even in the largest cities. 

Pennywise? “If a builder buys ran- 
dom lengths and grades direct to get 
a price, he usually finds that he has 
too much fall-down and loses money; 
to get material ‘packaged’ for most 
convenient construction you have to 
buy through a local lumberyard,” 
said Walter W. Keusder, head of a 
firm which currently is building 160 
houses, and is past president of the 
Home Builders Institute, a Los An- 
geles association of tract home 
builders. 

“There are a few builders who own 
lumberyards, but they operate them as 
separate businesses,” said Keusder. 
“On a house tract, there are so many 
items you need in small quantities that 
it is better to buy locally. Of course, 
not all dealers are willing to work on 
the small margin demanded by the 
tract builder.” 

On products other than lumber, 
Keusder buys from local sources who 
sell on a brokerage basis. Some retail 
yards have invested in tract opera- 
tions, said Keusder, which puts them 
in an ideal position to service these 
tracts with materials. 

R. T. Watson, president, Gulf Con- 
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struction Corp., Brentwood, L. L., 
N. Y., said: “We are planning to build 
about 200 houses this year. Millwork 
is always purchased through the re- 
tail yard. We usually sell before we 
build, which means small quantities.” 
Watson said that on a 300-house job 
built under the Capehart act, it 
would be a different story. 

“On the majority of our houses you 
cannot do business any other way than 
through the dealer,” said Watson. 
“The lumberyard makes up frame 
loads, beam loads, etc., which help 
immeasurably with on-site labor. 
Price? On roofing, all standards are 
the same, so price is a big factor. On 
lumber it is a question of how good 
the dealer is. Brand names mean lit- 
tle—it is the dealer.” 

Getting down to the medium-sized 
builder, Vincent Amore has 50 houses 
set for this year in‘the Pittsburgh, 
Penna., area. He says: 

“Buying carloads for house build- 
ing is silly. The low price looks good 
but you’ve got to add your own costs 
plus waste. We buy from local lum- 
beryards. For us and most builders 
in our field the credit facilities of the 
dealer are also important. The Pitts- 
burgh dealers who sell to the larger 
builders do not always carry special- 
ties such as shutters, so on those we 
usually buy from other yards who do 
sell the specialties.” Amore said that 
in today’s market the largest builder 
in Pittsburgh will be putting up only 
about 250 houses a year. The bulk of 
the “tracts” are by those who build 
from 50 to 100 homes a year, he said. 


Door Standard Revised 

A recommended revision of Com- 
mercial Standard CS120-53 for Pon- 
derosa Pine Doors, which is designed 
to aid users of these doors as well as 
the manufacturers and distributors, 
has been presented to the industry for 
consideration by the Commodity 
Standards Div., Office of Technical 
Services, U. S. Department of Com- 
merce, Washington 25, D. C. The 
standard will be officially established 
when sufficient acceptances are re 
ceived. 

The principal changes recommended 
are the elimination of blind or summe1 
doors and the substitution of louver 
doors; the elimination of hinge garage 
doors and the addition of new screen- 
ing, tacking, seasoning and adhesive 
requirements. Copies of the recom- 
mended revision, TS-5379, are avail- 
able on request from the Commodity 
Standards Division. 


Wood Seasoning School 

Lumber dealers, woodworking spe 
cialists and dry-kiln operators will be 
among those enrolling for the 82nd 
Kiln-Drying Demonstration at the 
U. S. Forest Products Laboratory in 
Madison, Wis., April 14 to 25. The 
cooperative fee for the two-week dem- 
onstration is $200 per man to cover 
the laboratory’s expenses and includes 
materials and publications furnished 
for use as texts. 


Distributor Prices on 
Built-in Appliances 

Dealers who have salesmen calling 
on builders and space in stores for a 
kitchen equipment display can qualify 
for distributor prices on Modern Maid 
built-in appliances, according to policy 
statement from Tennessee’ Stove 
Works, Chattanooga 1, Tenn., manu- 
facturers. Dealers are invited to write 
for details. 
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New Umbrella-Type Steel Frame Structure 


Pruden Products Co., Evansville, 
Wis., manufacturers of steel frames 
for a variety of buildings, has intro- 
duced the umbrella-type frame design 
sketched above for use by the retail 
lumber dealer. The design was devel- 


oped to tie-in with current “open 
storage” trend among lumberyards. 
The maker says that Pruden steel 
frames are sold and distributed ex- 
clusively throughout the country by 
retail lumber dealers. 
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want top-quality fencing? 


remember... 


THIS BRAN 
IS YOUR 


PROTECT 


ws - 
hs 


When you're buying fencing... 
or barbed wire...or baling wire 
...or just about any other steel 
product for farm and ranch use, 
make sure you get top quality 
and economy. Insist upon 
products that carry the 

CFal ‘‘brand of quality’’. 


aed | $108 


THE COLORADO FUEL AND IRON CORPORATION 
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Mr. and Mrs. Steve Allen 


THE STEVE ALLEN SHOW is 
seen by millions every Sunday 
night on NBC-TV. Fans every- 
where will see Steve and 

his TV-star wife JAYNE 
MEADOWS in full-color 
magazine ads, selling 
Fiesta Hush-Tonet Ceil- 

ing Tile “by Celotex” 

oo s:tOr YOU. 


Mr. and Mrs. Hal March 


THE $64,000 QUESTION has 
millions of viewers who watch 
Quizmaster Hal March on 
CBS-TV every week. Hal and 
his wife Candy wiil be 
pictured in their suburban 
home in full-color magazine 
ads selling Hush-Tone 
Ceiling Tile “by Celctex” 

«.. for You. 


Mr. and Mrs. Don McNeill 


THE BREAKFAST CLUB every 
weekday morning over ABC- 
RADIO, is a national 
institution. Millions listen 
to Don McNeill, have for 
years. The McNeills will be 
featured in full-color 
magazine ads selling 
Hush-Tone Ceiling Tile 

“by Celotex”... 

for you. 
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BIG NAMES in BIG MAGAZINES 
for BIG SALES in ’58 


STEVE ALLEN...HAL MARCH... DON MCNEILL... these 
big names attract more readers, add extra selling punch to 
Celotex advertising ... help send more prospects to YOU for 
Hush-Tone Tile and other Celotex products. 


A 
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NEW FIESTA HUSH-TONE TILE 





SEE THESE BIG FULL-PAGE ADS THROUGHOUT 1958 IN NEW TRUE-WHITE HUSH-TONE TILE 
FULL COLOR IN LIFE... SATURDAY EVENING POST... ene oe 
BETTER HOMES & GARDENS ... LIVING FOR YOUNG | 
HOMEMAKERS ... AMERICAN HOME. 


YOUR CELOTEX REPRESENTATIVE will provide you with 
striking new displays, folders, mats, attractively boxed sam- 
ples ... and other powerful merchandising aids specifically 
produced to help you get extra sales and profits from this 
great Celotex advertising campaign! a 
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A FAMOUS LINE OF NATIONALLY ADVERTISED QUALITY BUILDING PRODUCTS... pre-sold over a third 
of a century! INSULATING SHEATHING + ASPHALT ROOFING + MINERAL WOOL + FLEXCELL* PERIMETER INSULA- 
TION AND EXPANSION JOINT FILLER + INSULATING ROOF SLABS + CELO-ROK* GYPSUM PRODUCTS + HARDBOARDS 


* INSULATING SIDING + HUSH-TONET CEILING TILE » AND OTHERS 
<i Anes 


THE CELOTEX CORPORATION e¢ 120 S. LASALLE STREET «© CHICAGO 3, ILLINOIS 
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Grading rough lumber. All Pickering lumber is 
groded according to strict Western Pine Associa- 
tion grading rules 


Since 1894 


PICKERING 


has furnished 


top quality products 


Behind the name Pickering is a rec- 
ord of 63 years of customer satis- 
faction. Pickering has the timber 
resources, the manufacturing facil- 
ities, the ‘‘know how” that combine 
to assure all customers dependable 


quality lumber 


Pickering is shipping 75 million 
feet annually of “GOLD MEDAL" 
lumber and cut stock, in Straight 
and Mixed Cars — 


SUGAR AND PONDEROSA PINE 
WHITE FIR, INCENSE CEDAR 
Lumber, Cut Stock, Box Shook 


Please contact your 
local distributor who 
fectures ‘““Gold Med 
al’’ products, or drop 
us a line at Standard, 
California and let us 
put him in touch with 


you. 


Ask for a copy of our color brochure 


“Timber*‘ 


PICKERING 


Lumber Corporation 
STANDARD, CALIFORNIA 


(Neo: Sonora, Calif.) 
Telephone 


Sonora JE 2-714) 


Teletype 
Sonora 116-U 





Showing Pickering’s rough lumber storage sheds, 
holding over 17,000,000 ft. of rough, dry lumber. 
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LOADING OSMOSALTS WOOD preserv- 
ing compound into mixing tank at Mid- 
City Lumber's new plant in Milwaukee 
seen above, left. Above, Mr. Edwin F. 
Fischer of Mid-City explains facilities to 
Arno H. Schuster; builder Sid Sinar; and 
Fortney H. Stark. Storage tank gauge is 
examined by William W. Fuller, Mid-City 
secretary, left 


Econom y-Size Wood Tr ating Plant 


First water-borne treating plant in Wisconsin 


A $40,000 plant, which will cut the 
cost of treated lumber to customers 
by an estimated 50% was opened last 
month by the Mid-City Lumber Co., 
Milwaukee. It is the first plant using 
pressure salt treatment in the state. 

Although the water-borne treat- 
ment adds about 50% to the price of 
the lumber, studies have shown that 
under the same conditions of decay, 
the pressure-salt treated lumber will 
last five to seven times as long as 
untreated lumber. 

In addition, the pressure-salt treat- 
ed lumber is anti-termite, an impor- 
tant consideration to Wisconsin cus- 
tomers since serious termite infesta- 
tion has been reported as far north 
as Sheboygan. 

The new 40'x40’ building on the 
seven-acre Mid-City site houses the 
Osmosalts pressure treating plant. 
Basic equipment consists of a cylin- 
drical high pressure retort; solution 
storage tanks; mixing tank; high 
pressure boiler; transfer and pressure 
pumps and automatic recording de- 
vices. 

The retort has a capacity of 3,000- 
4,000 board feet and the treating cycle 
is normally eight hours. Prior to in- 
stalling the plant, Mid-City conducted 
a market survey of lumber dealers, 
architects and builders to gauge their 
interest in treated lumber. The near- 
est pressure-salt lumber treating fa- 
cilities had been more than 100 miles 
away. 

“We plan to provide treated lumber 


by the foot or the carload,” declared 
Addison Mueller, Mid-City president. 
The firm’s lumber treating service is 
available to other lumber dealers on a 
custom-treating basis. 

Joseph Bray, vice-president of the 
Osmose Wood Preserving Co., Buffalo, 
N. Y., emphasized the need for addi- 
tional treating plants at a luncheon 
preceding a press review of the facili 
ties. 

“Many architects,” declared Bray, 
“have tended to specify wood substi- 
tutes because of the lack of convenient 
facilities for effective, yet inexpensive 
means of lumber preservation. Most 
of the architects queried say they 
would like to use treated lumber in 
their structures. Our idea in setting 
up moderate-sized treating plants 
throughout the country is to enable 
the smaller dealers to provide that 
service.” 

J. Oscar Blew, Forest Products 
Laboratory, Madison, Wis., said that 
the Mid-City plant should eliminate 
the chief objection against treated 
lumber voiced by dealers: duplicate 
handling of treated lumber in their 
stock 


Distributor Convention Dates 


The National Plywood Distributors 
Association’s 16th annual convention 
will be held at the Hotel Del Coronado 
(near San Diego), Calif., June 22-25, 
reports secretary-treasurer Mahlon S. 
Munson. 


February 17, 1958, AMERICAN LUMBERMAN AND 








GER-PAK -- THE SHORT WAY TO SAY SUPERIOR POLYETHYLENE FILM 
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VIRGIN POLYETHYLENE FILM 


endless uses spark 





<4 pf Fi 

Se et La 
Building supply dealers are now tapping new sources for 
profits by stressing the versatility of Ger-Pak virgin polye- 
thylene film. Every contractor, carpenter and handy man 
can use versatile Ger-Pak film as an unmatched moisture 
vapor barrier in sub-flooring, under slabs, crawl spaces and 
sidewalls. What’s more, this sturdy yet lightweight film is 
used for equipment covers, painting drop cloths, concrete cur- 
ing blankets, dust partitions, temporary “glazing”? and wind- 
breaks, protective canopies, and for dozens of other on-the- 
job construction uses. And there are also big profits for you 
in the increasing demand for Ger-Pak film in farm and 
garden applications. So attract new customers and satisfy 
old ones — order Ger-Pak film from your distributor today! 


Outstanding Features To Help You Sell More — 


E_ SELECTION OF WIDTHS: From 10 in. up to 40 ft. wide. 


OICE OF COLOR: Natural, sunlight and weather resistant black, 


y 


opaque white. 


EASY-TO-HANDLE PACKAGING: Even 40 ft. widths come conveniently 
packaged in 10 ft. cartons. 


FREE DISPLAY AND SALES AIDS: Free ad mats, stuffers, catalogs and 
other aids available through distributors. 


Designed 
To Meet FHA 


tes 
Requirements * D | , ' -_ 
$ = 


Virgin Polyethylene Film 


GERING PRODUCTS INC., Kenilworth, New Jersey 
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MASONITE® SHADOWVENT® 


on inovation in lap siding 


New products 


increase your sales of all 


ASONITE PANELS 


It’s like a chain reaction. 

Take, for instance, a builder who has used Masonite® Shadowvent® Siding— 
or some of the other exterior panels Masonite has recently introduced. He knows 
he can save money in application. He knows his houses will look more distinctive, 
will sell better. 


Then when Masonite introduces a new panel, such as Misty Walnut—the grooved 
and wood-grain-surfaced interior panel—the builder is interested and he relies on 
you to substantiate what he reads in national magazines. 


Architects, home owners, commercial interests, farmers and all the others who 
buy Masonite panels from you turn to you for assistance when they hear or read 
about a new Masonite product. 


The man who buys Misty Walnut will think first of Masonite panel products 
for other jobs that come up around his home or place of business. 


As the Masonite line grows, so grow your profits. Let your Masonite Repre- 
sentative tell you all about the latest additions to Masonite’s famous line of 
hardboard...let him show you the way to profit locally by Masonite national 
promotion. Masonite Corporation, Dept. AL-217, Box 777, Chicago 90, III. 


SEADRIFT® and now, MISTY WALNUT 


panels and fixtures. .decorative and practical. embossed and grooved surface in random plank pattern. decorative grooves and wood-grain finish, 
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PANELGROOVE® MD RIDGELINE® 
for a continuous vertical pottern, handsome from a distance or close up. comb-textured surface, effective with battens. 


4 


—and these time-tested Masonite panels 
are still making building news: 
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* TEMPERED PRESDWOOD® all-purpose interior and exterior panel. 
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%* STANDARD PRESDWOOD the original Masonite panel product. 
* PANELWOOD® for ceilings, walls, protected exteriors, 


#* DUOLUX® smooth on both sides of the panel, 
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%* UNDERLAYMENT makes floor coverings last longer. 
*#* TEMPRTILE® scored in 4” squares; for bath, laundry, ete. Gittins Consteien cadets: oh quis peal wretens. 


* LEATHERWOOD® surface resembles Spanish-grain leather. 
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For several years now the lumber 
dealer has been warned that prefabs 
literally will soon take over most of the 
home building. This feeling has been 
fanned by certain publications in this 
field, by the easy financing offered by 
prefabbers and the lack of a positive 
program of opposition. It’s about time 
to set the record straight. 


First of all, there is nothing in the 
year-by-year sales performance of pre- 
fabbers to indicate they are absorbing 
any increasing share of the home build- 
ing market. They’ve talked for sometime 
now of selling 100,000 houses a year— 
it’s yet to happen. Their total for 1957 
was just over 60,000 homes. 


INANCING was a valuable sales tool 

but for a time at least the prefabber 
must, to an increasing degree, rely on 
conventional financing. Their easy fi- 
nancing now is almost entirely on low- 
cost homes (below $12,000) that the 
public just doesn’t want to buy. Prefab 
erected costs are now matched by con- 
ventionally-built homes if the contractor 
uses modern building methods. 


We stress modern building methods. 
By that we mean a contractor or dealer 
employing components, tilt-up walls, 
trusses and an increasing number of 
factory-finished building materials. 


The danger of the prefab should not 
be underestimated. Essentially they 
could become a truly serious threat if 
very easy financing returned, perhaps 
with a FHA program drastically liberal- 
ized by government. Dealers and their 
builder customers now have essentially 
a breathing period to sharpen their 
methods. The degree of acceptance of 
components and other new ideas, is the 
key to meeting and beating the prefabs. 


There is still another reason why we 
believe components and other newer 
methods for building homes should be 


AMERICAN LUMBERMAN 


Prefabs and Tomorrow’s House 


widely adopted. Economists tell us that 
1.6 to 2 million homes will be built each 
year by the 1960’s. To build homes in 
this quantity, the available mechanics 
must be efficiently employed. With ap- 
prentice training lagging in the building 
trades, the only solution seems to be 
less on-site fabrication and the more 
rapid adoption of efficient building 
methods. 


NYHE dealer and builder are both deeply 

rooted in tradition. Change comes 
slowly and cautiously. For the open 
minded, however, the future, of course, 
for home building is bright and exciting. 
Wall panels can be further refined with 
both siding and the interior wall finish 
incorporated in the unit. Roof trusses 
are already well accepted but should be 
less expensive and easier to handle. 


Andersen this month announced a 
new component window, truly a progres- 
sive step, which should be well received. 
Pre-hung doors have, of course, been 
with us for some time. A similar setup 
for closet doors is just coming into the 
picture. 


IDE open for new approaches is the 
handling of the house interior. 
Using trusses with all weight on the 
outer walls should encourage rapid 
adoption of lightweight interior parti- 
tions, fully prefinished. Handling the 
ceiling efficiently in some new manner 
. is still a problem for the research 
laboratories. The millwork industry, too, 
has lagged somewhat in pushing storage 
walls and other newer fabricated units 
designed to make the builder’s job easier. 


It comes down to this. The tools for 
combating the prefabs are already here 
and they will be further refined by re- 
search and on the job. How widely they 
are supported is up to the individual 
dealer and contractor. 


Gordon J. Lawler 
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EDITORIAL 


MAGNA INTRODUCES 
ALL-NEW SHOPSMITH 
TO RETAIL FOR ONLY $179” 


Merchandising leadership results in new, 
economy-priced SHOPSMITH Mark 2—in well timed bid 
for today’s price-minded market. 


NTRODUCTION of the new, low-priced SHOPSMITH 

Mark 2 as a companion to the famous Mark 5 is the 
result of Magna Power Tool Corporation’s flexibility, 
close contact with dealers, and two years of careful plan- 
ning. Sensing trends, through the suggestions and con- 
tributions of its dealers, Magna found that a growing 
section of the market was being missed because of the 
price factor. Consequently, plans and work were begun 
well in advance to produce a new model SHOPSMITH 
specifically for the now huge market that is waiting to 
buy today. 
This is the kind of merchandising leadership and retail 
timing that makes it possible for you to be the power 
tool sales leader in your area. Priced at only $179.90 
(not including motor and bench) the SHOPSMITH Mark 
2 gives your customers all the five basic tools that made 
Mark 5 the most wanted power shop in the country. 


Another 
reason why— 


MAGNA 
IS AMERICA’S 
MOST DESIRED 
POWER TOOL 
FRANCHISE 





Yet it is not intended as a “replacement” for Mark 5 
To meet the demand for a lower-priced SHOPSMITH, 
Magna did not reduce the price, nor dealer margin on 
the Mark 5. Instead, a completely new product was de- 
veloped to meet a specific, additional market demand. 
Now dealers can sell up from Mark 2 to Mark 5, yet 
satisfy today’s price-minded prospects with Mark 2 
today’s lowest-priced complete power shop! 


In fact, the new SHOPSMITH Mark 2 opens a completely 
untapped market for all Magna dealers. It will make 
your Magna power tool franchise even more valuable 
than before. Talk to your local Magna representative. 
He can tell you about the new Mark 2, how it fits into 
your power tool sales plans and will add to your profits. 
Or, write Franchise Dept. 757-A, MAGNA POWER 
TOOL CORPORATION, Menlo Park, California, for 
catalogs and complete information. 
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MAGHA POWER TOOL CORPORATION 
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12-in. Disc Sander 
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now... ALCOA Aluminum Nails 


ARE ‘PACKED FOR PROFIT’’ TO MOVE FASTER! 


new 98" “Household Packs 


Ten different types of “‘most-used”’ nails 
for home craftsmen and ‘‘do-it-your- 
selfers” . . . presorted and precounted 
to eliminate handling problems... and 
brightly packaged in red-white-and-blue 
“see-through” boxes that invite inspec- 
tion and buying! Customers like ’em; 
they’re so convenient . . . and you'll 
like the way they speed up sales! 


wer NAILS 
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Shipped in Compact Display Cartons 


Sturdy, space-saving shipping cartons (9” x 13” 
x 34%”) have snap-out lids that mount for ef- 
fective selling display. Each carton holds 12 
“Household Packs” of a single type of nail. 


Se Handy Job Box 


Designed to hold the right number of nails 
to do specific jobs . . . and packaged for self- 
service. Available with 10 most-called-for 
types of nails, each in a full range of sizes. 


P.S. Sell your builders and contractors on Alcoa Alu- 
minum Nails in 50-Ib bulk cartons. They add a sales 
plus to new homes by preventing unsightly “nailpox.” 


300 1-4” SHINGLE 
cour | GENERAL PURPOSE 





THEY’RE MERCHANDISING MAGIC ... Alcoa® Alu- 
minum Nails in popular new “Packs” take the nutsance out 
of nail sales, put more profits in. They're presold, too... 
millions of readers of Better Homes and Gardens and view- 
ers of TV’s famous Alcoa Theatre know aluminum nails 
never rust, can’t stain, and eliminate offensive “‘nailpox”’ 
forever. Order your supply now, through the facilities of 
Macklanburg-Duncan Company, Oklahoma City, Okla- 
homa, and other leading distributors. 


Your Guide to the Best in Aluminum Value 
. atcoa &. 79) 


ALUMINUM «ALCOA THEATRE” 
i NAILS AND FASTENERS 
i Accerrmun a6ebany oF ansaren Exciting Adventure 
ke Alternate Monday Evenings 
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HARDBOARD... 


Evaneer 
FIR PLYWOOD... 


ey 
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Stock Evanite and Evaneer, and you'll enjoy a fast 
turnover. 
Evanite hardboard is in demand because it cuts 
costs . . . is easy to use (even for do-it-yourselfers) 
; and transforms plain, ordinary rooms into 
beautiful new living areas. To provide variety for 
your customers, stock all five Evanite textures . . . ra Se 
including the modern new pre-finished Driftwood Tare 0 EVANITE 
paneling shown above. vane |: HARDBOARD 
Evaneer fir plywood solves a wide range of build- bore 
ing problems, provides unlimited sales potential. 
Both interior and exterior are DF PA grade-marked 
for uniform quality. 
Your jobber can receive both Evanite hardboard and 
Evaneer fir plywood in the same carload. It pays to buy from your jobber! 


Evaneer and Evanite are trademarks of Evans Products Company 


EVANS PRODUCTS COMPANY, DEPT. $-2, PLYMOUTH, MICH.; Sales Offices: Plymouth, Mich.; 
New York City; Chicago; Los Angeies; Tainpa, Fla.; Coos Bay, Ore. 


PLYWOOD AND HAROBQARD EVANS PRODUCTS COMPANY also produces: fir lumber; Evanite battery separators; 


railroad loading equipment; truck and bus heaters; bicycles and velocipedes 
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LOADING SCENE 
at Pack River mill 
shows a 2' pack- 
age in line with the 
Mod-u-lift boom as 
it approaches box- 
car. Boom can 
carry multiple units 
too. 


INSIDE CAR, the loader manually swings package into position. Note dowels in place on pack- 
age below so that loader and unloader can easily move package endways. 


Test Modular Units, New 


MAXIMUM EFFI- 
CIENCY in loading 
is achieved through 
modular package 
concept, shown 
above. On _ third 
package from left 
you see how dowels 
(or rollers) are 
placed, ready for 
another package to 
be placed on top 
of it. 


The McCracken new “modular lumber system” has 
passed its first mill-to-yard shipment test with flying 
colors, using the McCracken “Mod-u-lift’”” boom device 
on fork lift trucks for easy access to full boxcars of 
lumber. 

The inventor of the system is Jim McCracken, retail 
lumber dealer from Leechburg, Penna. His modular 
lumber concept was first presented to the industry in 
American Lumberman last May. The Pack River Lum- 
ber mills, collaborating with McCracken, shipped the 
first experimental boxcar last month from Coeur 
d’Alene, Idaho, to Stirling Lumber Co., wholesaler, in 
Verona, Penna. 

The car contained 30,000 board feet of 2x4s, 8’ to 16’ 
lengths, bundled into two module packages with light- 
gauge metal straps, making a total of 110 packages of 
30 pieces each or six pieces wide by five high, as pic- 
tured above. 

As a result of the test, increased interest in the 








BOOM DEVICE lowers the 2' package in place, after 
package is positioned by loader in relation to sides of 
the car. Note long reach of the boom across the car. 


UNLOADING AT YARD, boom grabs package with ease 
and carries it to sheds to assembly stacks. Part of the 
trial unloading was successfully done while one of the 
double doors was closed. 


Boom Device 


2’ package system has been reported to American Lum- 
berman from all segments of the lumber industry. 


Unloading data. “The packages were set on %,” 
dowel pins in the car, which made it possible for us to 
roll the units from the back of the car to the center and 
simultaneously provide space for inserting the fork of 
the Mod-u-lift device,” said McCracken. “Although this 
was a double-door car, we closed one door as an experi- 
ment and had no difficulty removing 16’ lengths.” 

For experimental purposes, all straps were broken on 
one package, proving that the Mod-u-lift device can 
safely handle unstrapped packages, McCracken re- 
ported. 

Because of the need to experiment with different 
hand tools and various arrangements of packages with 
the Mod-u-lift, there was no attempt to clock the un- 
loading. McCracken estimates that it took about 10 
man hours to unload and stack the packages, even 

(continued on next page) 





JESSE FOWLER demonstrates how loads are slung on his 
new loading device. The loader can be secured on lift 
trucks forks in less than five minutes 


Fowler Loader Now 
Perfected, Marketed 


One of the first boom-type attachments for lift 
trucks specifically designed for boxcar unloading 
by retail lumberyards is now on the market for 
$1,275. f.o.b., Flagstaff or Williams, Ariz. Many 
dealers viewed a model of the device at the 
NRLDA Exposition last December in Philadel- 
phia 


The boom is adjustable in length from 14’ to 
17’, extends horizontally in front of the forks and 
swivels so that it can swing 3’ to 4’ either side 
of center. At the outer end of the boom is a 360- 
degree swiveling plate for attachment of two °%” 
diameter steel cables upon which the load is slung. 
Provision is made for quick attachment and ad- 
justment of these slings. The complete loader 
weighs about 1,500 pounds. Weight capacity of 
the loader depends upon the truck to which it is 
attached. 


According to Signode Steel Strapping Co., Chi- 
cago, national distributors for the Fowler device, 
a $10 saving for each car unloaded has been 
achieved with the unloader by Haining Lumber 
Co., Williams, Ariz. Time required for two men 
to stow a boxcar is from one to two hours, it is 
said. Inventor Fowler is the superintendent at 
the Haining yard. 


INSIDE BOXCAR, Fowler loader spots a package of lum- 
ber into a far corner. One man guides the load which can 
be spotted precisely. 








TEST MODULAR LUMBER UNITS 


(begins on page 36) 





though all workmen were unfamiliar with the boom. 

Experimenting in his own yard, McCracken reports 
that with an extended fork on his 4,000-Ib. lift truck, 
he can handle two 2-module 16’ packages in a single 
load. “This should cut our unloading time to six man- 
hours for a 30,000 board foot car, resulting in about 
$50 a car saving over piece-by-piece unloading,” he 
said. 

No bracing. McCracken will next receive a car with- 
out bracing and without banding on the packages. “If 
this test is successful, it means that a car can be un- 
loaded piece by piece or with a Mod-u-lift, using either 


2-module or 4-module packages. Thus, any mill can load 
the car and any dealer can unload it with or without 
mechanical equipment.” 

McCracken explained that universal use of his 
modular concept could ultimately mean that dealers 
would order all lumber on a module basis, rather than 
by board feet. The module packages, which contain a 
predetermined footage count, enable mill and dealer 
to calculate the total footage in any car by simply count- 
ing the packages. The smallest 2’ wide packages could 
be ordered by the small dealer, while the large dealer 
can order multiple-module packages, McCracken ex- 
plained. 

The original American Lumberman article on 
McCracken’s modular unit-load system is available 
free of charge by request to the editors, American 
Lumberman, 1389 N. Clark, Chicago 2, Illinois. 





The scarcity of boxcars available for packaged 
lumber shipments has accelerated shipments of 
wrapped packages of lumber on flat cars, accord- 
ing to R. S. Mee, of Morrill & Sturgeon Lumber 
Co., Portland, Ore., wholesalers who are now 
shipping “Humboldt Diamond” studs in the fash- 
ion you see pictured above. 

Key to the packaged program, said Mee, is a 
two-layer kraft paper with a fiberglass liner, de- 
veloped by Crown Zellerbach Corp. Cars such as 
the one pictured above have arrived in Kansas 
City, Grand Rapids and other points with a mini- 
mum of 4” to 5” shifting and only one bag torn 
on the end, according to Mee. Otherwise, he said, 
the cars are arriving in excellent shape. Stud 





Fiberglass-lined Shrouds for Flat-Car Shipments 


orders for this type of shipment are fulfilled in 
three to four weeks, he said. 

The flat-car packages can be unloaded in half 
an hour and stored outside if desired, because the 
bags are weatherproof, Mee said. The kraft 
shrouds are permanent and can be used time 
again. 

“We are now experimenting with our redwood 
studs in packages,” said Mee. “We can sell the 
redwood stud below fir or comparable woods, even 
though it is bag-covered.” 

Other mills and lumber wholesalers also report 
that the shortage of boxcars has been one of the 
prime drawbacks to maximum progress in the 
unitized lumber shipment program. 

(See next issue for more details) 
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Never before has Chevy been so right 





for building supply deliveries! 


Here’s a truck specially designed to take to 
your kind of work like a duck takes to 
water! It’s Chevrolet for ’58 with new 
hustle, muscle and style that mean money 
in your pocket! 


As you can see, Chevy’s a honey of a truck this 
year, and that handsome, broad-shouldered ’58 
appearance only hints at the host of new and 
improved features that are ready to put you 
dollars ahead in the years to come. Here’s a truck 
ideally suited for your line of work. In styling, 
for instance, Chevrolet for 58 has what it takes 
to build your business prestige every day in the 
week: new dual headlamps, new massive grille, 
newly contoured hood and fenders, new cab 
beauty, to mention just a few innovations. 





And what workers these new Chevrolet middle- 
weights are! There’s extra power to do more work 
faster from new, more durable Taskmaster V8’s 

. or from a new version of the famed Job- 
master 6, standard in Series 60. High G.V.W.’s— 
up to 14,000 lbs. in Series 40, and up to 21,000 
lbs. in Series 50 and 60 models when equipped 
with heavy-duty options—assure big, profitable 
payloads. And you'll have the right chassis com- 
ponents for your job: husky parallel-design 
frame, hefty rear axle and the proper springs and 
transmissions to meet your needs precisely. 

There are many such reasons why Chevy’s 
never been so right for your work—many more 
reasons why you'll want to see your Chevrolet 
dealer soon! ... Chevrolet Division of General 
Motors, Detroit 2, Michigan. 


NEW CHEVROLET TASK-FORCE 58 TRUCKS 


Circle No. 13 on Coupon, page 118. 39 
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TRUST AGREEMENT 


— Key Document 


To: (yard’s name) 

In consideration of your services in handling the 
funds placed with you for (construction) (repair) 
of a building under contract between (owner and 
contractor) or (property’s legal description) we 
hereby agree that you shall disburse said funds only 
upon the written order of the undersigned owner, or 
in your discretion, on the order of (contractor). 

We agree that all materials such as cement, mill- 
work, sash and doors, screens, rough and finished 
lumber, rough and finish hardware, roofing, hard- 
wood flooring, building specialties, plastering mate- 
rials, paints and (other materials named) shall be 
purchased from (name of lumber dealer) at the 
current retail price. If for any reason, through no 
fault of your own, materials are purchased elsewhere, 
you are to be reimbursed for your services in the 
sum of per cent of the funds deposited. 

It is expressly agreed that the Contractor shall 
not assign any of his rights to funds held under this 
agreement without the written consent of the Owner 


in Fund Control Plan 


quired to take any action, but may withhold all 
moneys, Without interest, or other things, deposited 
with you until such controversy shall be determined 
by agreement of the parties, or by proper legal 
process. 

It is further understood and agreed that in accept- 
ing this position as Trustee, you are not to be held 
responsible for the completion of the building or 
improvements or any part of the same. 

The contractor shall have no right, title, or interest 
in any of the funds held under this agreement until 
all valid claims of third parties including the Trustee 
for labor and/or materials furnished upon the work 
or improvement have been paid. 

You will, however, exercise reasonable care in the 
disbursing of funds to see that they are expended 
only for labor and materials used in the construction 
of the said building and improvements and not other- 
wise. 

The sum of $(amount) will be placed at your dis- 
posal during the construction in accordance with said 


and Trustee. 


revoked without your consent. 





It is understood that these instructions cannot be 


Should any controversy arise between the parties 


thereto, or any other person, you shall not be re- 


contract by (name of lender). 
Dated this..day of....19.. at (city), California. 


dealer) 


(Signed by owner and contractor, and accepted by 








Fund Control Solves Financing 


Contractors. owners and lenders all like Western Lumber 


Company's setup to administer home building money. 


“T’ve never had such a smooth- 
running job,” commented a San 
Diego contractor. “I guess one rea- 
son is I’m using Fund Control.” 

Fund Control is a department of 
Western Lumber Co., San Diego, 
Calif., and its five branch yards in 
that area. Simply expressed, it’s a 
plan in which the dealer acts as 
trustee for the owner’s building 
money, both his own cash and his 
borrowed funds. 

Ben H. Seymour, a man with 
nearly 35 years of lumber retailing 
experience, administers the plan for 
Western. 


“We've got 70 jobs going right 


Order on Control Fund 
Western Lumber Co. 


?-© Sex 270 ae 9-038 
Ser Dinge 12. Cotitonia 


Jow Name 


Joe Avowess 


N° 1601 N° 1601 








ors roe 


now under Fund Control,’”’ Seymour 
told American Lumberman. “We 
started it 2'5 years ago. To date, 
more than $3 million has passed 
through Fund Control books.” 
Solved a problem. Fund Control 
at Western Lumber Co. is an out- 
growth of that firm’s search for a 
solution to a specific problem. 
Working in an area of zooming 
building, inevitably there were com- 
petent contractors with jobs on 
hand, but with insufficient credit 
standing to swing the jobs. By nor- 
mal credit standards, these contrac- 
tors should be sold on a cash basis. 
However, if you tried this, they 


FeOm FUNOE WELD @y YOU FOR DiSSURSEMENT OW 108 NAMED OHLOW 





CONTRACTOR'S ORDER for pay-out from owner's money held 


by Fund Control is written on form reproduced below. Contrac- 


tor keeps his record on the stub. 


40 


would take their business elsewhere. 
They had no money, yet in the long 
run the account would probably be 
good when the lender released funds. 

Western Lumber was faced with 
a dilemma-—either demand cash on 
delivery and lose contractors’ busi- 
ness or carry accounts gained 
through low bidding until mortgage 
pay-off. 

“If we can sell all the building 
materials on a job, we can afford to 
carry these slow acounts,” Western 
Lumber Co. officials reasoned. 

As it was, contractors shopped 
every bill of material, awarding in- 
dividual items to low bidders. On a 
small house job a half-dozen deal- 
ers might find themselves selling 
small amounts. Seldom was Western 
Lumber or any other dealer able to 
corral the entire job. On top of this, 
uncertain credit remained a prob- 
lem. 

Out of this difficult situation came 
Fund Control. 

Commenting on the problem, Sey- 
mour said, “We do not like to give 
the impression that Fund Control is 
used solely to firm up bad credit. 

“It is used also by some of our 
very good contractors as an added 
security in their accounting on each 
job and in some cases allows them 
to by-pass completion bonds which 
constitutes a saving to the owner. 

“Title insurance companies are 
glad to know that jobs on which they 

(continued on page 44) 
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Marlite can boost your 
remodeling profits NOW! 


At a time when many building ma- 
terial sales are slow, Marlite offers 
you a greater-than-ever opportunity 


to cash in on the expanding remodel- 





ing market. (Home improvements 
this year for the first time in years will account for 
considerably more sales than new homebuilding. 
Marlite paneling is one of the most profitable 
materials you can handle. The average sale is a big 
one, resulting in more total profit per sale. And now 


with new construction down, Marlite sales oppor- 
tunities are more apparent and more important 
than ever. Marlite’s many customer-wanted features 
appeal to remodeling-conscious homeowners and 
businessmen alike. And Marlite sales are not af- 
fected by season .. . there’s a ready-made market 
the year ‘round. Build your remodeling profits with 
Marlite. Call your Marlite representative or whole- 
saler now—or write Marlite Division of Masonite 
Corporation, Dept. 241, Dover, Ohio. 


Marlite 
aX. ite plastic-finished paneling 


MARLITE IS ANOTHER QUALITY PRODUCT OF MASONITE* RESEARCH 
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Dealer’s eye view of a big 


Exaggerated photograph? Not necessarily—many dealers stocking and displaying the full 
line of Armstrong Ceilings report increased ceilings business very much like this. 


Your regular customers are looking for new products to make their homes more attractive 
and more comfortable—they're “shopping” in your yard. And if you can show them some- 
thing more decorative than plain or perforated ceiling tile, they'll buy ceilings just like they 
do paints, wall paneling, and floor tile. 

When you display Armstrong Ceilings, you're giving your customers a variety of styles and 
designs to choose from. They've certain to find a ceiling that fits their tastes, needs, and deco- 
rating budgets. 


More important, Armstrong Ceilings offer you the highest profit potential of any ceilings 





new business opportunity 


line on the market today! Textured Cushiontone, 
for example, is being sold for 28¢ and with profit 
And it’s 


been proved over and over again that you can 


margins of up to 12.4¢ per square foot. 


make more profit buying Armstrong Ceilings from 


your wholesaler’s warehouse in small stock 


quantities than you can buying plain tile in car- 
load lots. 

For full details on the profit opportunity it 
Armstrong Ceilings, get in touch with your 
Armstrong Cork 


Company, 3902 Rieker Avenue, Lancaster, Pa 


Armstrong Wholesaler or write 


(Armstrong CEILINGS 


Full Random Cushiontone 


Textured Cushiontone® 


Decorator Temlok® Tile (Tweed, Diamond, and Starlite) 








Circle No. 14 on Coupon, page 118. 


Top 
trio 
on 
the 
Totem 
Pole 


More customers are 

toting home more of this 
fabulous trio — Fabulon, 
Pryme, Fabuloy. Every store 
stocking these top-notch 
wood finishes is toting up 
more sales, more profits. 


How about you? 


FREE BOOKLETS, 
STUFFERS, MANUALS, 

) DISPLAYS, DEMONSTRATION 
PANELS, BANNERS. 


For complete details phone 
your distributor today, or write 





PIERCE & STEVENS 
CHEMICAL CORP. 


~ 





Dept. AL28 710 Ohio Street 





Buffalo 3, N.Y. 








NATIONALLY ADVERTISED IN 
LIVING — POPULAR MECHANICS= 
HOME MAINTENANCE & 
IMPROVEMENT 


| 











FUND CONTROL 


(begins on page 40) 





issue policies are in the Control; in 
many cases where the Control, upon 
survey, shows a good condition, we 
are able to free the final payment 
ahead of schedule.” 

Advantages. The new plan (1) 
automatically gives credit standing 
at Western Lumber Co. on an in- 
dividual job basis to any competent 
contractor with a valid contract; 
(2) it enables Western to sell all the 
building materials on a job; (3) it 
gives assurance to owner and lender 
that building money will be spent 
properly, minimizing chance of 
liens; (4) it brings in new business, 
for contractors now seek out West- 
ern for the advantages of Fund Con- 
trol. 

On the other hand, Fund Control 
doesn’t (1) operate as a legal escrow 
agent: (2) nor does it guarantee 
completion of a job; (3) the con- 
tractor is not guaranteed a profit; 
(4) it doesn’t tie the job to inflexible 
materials prices, but guarantees 
competitive retail prices. 

How it works. First the owner, 
contractor and Western sign a 
three-way agreement. This au- 
thorizes Western to act as disburs- 
ing agent of the owner’s building 
money. Next, the owner authorizes 
his lender to pay his loan proceeds 
and cash to Fund Control. Usually 
these payments are made as follows: 
one-fifth when subfloor or slab is 
done; one-fifth when the roof is on; 
one-fifth when brown coat and cabi- 
nets are in; one-fifth when comple- 
tion notice is signed; the final one- 
fifth within the 35-day lien period. 

The contractor, working with 
Fund Control manager Seymour or 
with the local branch yard manager, 
makes out a job cost estimate sheet 
This sheet is similar to the usual 
estimate form except that it con- 
tains spaces for showing pay-outs 
on each item as well as each item’s 
estimated cost. 

The final instrument of Fund 
Control is a pay-out order book. 
This is given to the contractor. Like 
a check book, the contractor writes 
his pay-out order, completes the 
stub for his own record, gives the 
order to Western’s Fund Control. 

During this time, Western has re 
ceived money from the lender. This 
money is set up in a separate trust 
checking account. It is vital there be 
no co-mingling of funds. When a 
pay-out order is received on a job, a 
check is written on that job’s check- 
ing account and the pay-out entered 
on the job estimate sheet next to the 
original estimate figure. 

The contractor’s profit is the last 
item to be paid out. This is due in 
35 days from the signing of the 
completion statement—the duration 
of the job’s lien period. 
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p2= CONOLITE’S 


Big, national advertising program 
pre-sells your customers for more profits! 


A huge audience of Do-It-Yourself homeowners 
across the nation will see Conolite in a dramatic 
full-color ad in American Home, striking two-color 
ads in House Beautiful, Living for Young Home- 
makers and Sunset. Permanent Conolite beauty and 
protection as well as economy and ease of applica- 
tion will help pre-sell this comes-in-a-roll plastic 


laminate for dealers everywhere. 


Display and dispense Conolite—in rolls on wonder- 
ful new Roll-a-mart. Conolite in rolls ...easy to 
apply, now easier to sell. Stock Conolite now, in 


time for your share of big ‘58 sales! 


CONTINENTAL (C, CAN COMPANY 


CONOLITE DIVISION 
WILMINGTON, DELAWARE 
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KENSON LUMBER COMPANY, Clearwater, Fla. believes in pro- 
moting patio materials. The approach to their store is paved 
with the following materials: Tennessee flagstone; end-used brick; 
Georgian marble; low-cost concrete brick; manufactured patio 
block; Lopez stone. The patio block and Lopez stone are good 
do-it-yourself items, according to general manager George 
Travis. Other materials require a concrete base. As the result 
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of handling all these materials, Kenson Lumber has developed a 
reputation as Clearwater's patio headquarters. This area will 
be used to exhibit lawn and garden items most of the year. 

Incidentally, this display is not costly to lay. Brick masons 
are glad to cooperate for the future jobs that are bound to 
come out of the display. 
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, @ PATIO PROMOTION. In Springfield 
Mass., the Vadnais Lumber Co., has pro- 
vided a near-parking lot area for the sale 
of lawn furniture, trellises, flagstone and 
fences. Fiberglass roof covers simulated 
patio area. 


I 
#= E= 
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SCREEN HOUSE PROMOTION. Erecting 
a model aluminum screen enclosure in 
their parking lot boosted sales for God- 
win Builders Supply Co., Dunn, N. C. Just 
about everyone going from the parking 
lot to the showroom stops for a look-see. . 


How Dealers Make 


LAWN, GARDEN & PATIO 


7 
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FIREPLACE DISPLAY. An outdoor fire- 
place of rose-colored Nevada stone has 
helped sell 28 of these units for the Ore- 
Ida Lumber Co., Ontario, Oreg. The dis- 
play, which fronts on a busy highway, is 
backed up by two samples of fencing. 


LAWN AND GARDENING EQUIPMENT. Some awkward and 
bulky items can be nestled. These items can be displayed from a 
platform and deliveries made from stock. (For shrubs, use deep 
base fixture to hold moisture with peat moss or sawdust mixture). 


POWER MOWER PLATFORM. Power mowers need adequate 
floor space. Where available, outdoor space is preferable. 
Power-operated hedgers and clippers should be worked into this 
display. Sign holders are removable to permit removal of power 
mowers for demonstration. 
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OUTDOOR DISPLAY, window and marquee signs are used by manager Bill Williams, left, 


we? 


to promote a complete line of outdoor living supplies. 


Dealer case history 


Best Profit Items—How to Show ‘Em 


Lawn seed and fertilizer are long profit items for Neu 


England dealer. Contest stimulates power mower sales. 


What are the most profitable 
outdoor living items? And what is 
the best display area for these 
seasonal products? 

The answers to these vital ques- 
tions come from manager Bill 
Williams of the Street Supply Co., 
South Hadley, Mass. Bill finds that 
lawn seed and fertilizer are the 
best sellers and also chalk up the 
highest margin of profit. Next on 
the list, profitwise, are lawn fur- 
niture and power lawn mowers. 
Overall this department represents 
about 18% of the firm’s total sales. 


Garden goods should be dis- 
played where they are used—out- 
doors—believes Bill, who is using 
all the space available to him. 
Power mowers, wheelbarrows, 
shrubs, garden tools and similar 
items are shown where passersby 
can easily inspect them. (Many 
dealers are using a patio or the 
interior of a model garage for a 
display area. See “Financing Helps 
Sell Patio Package” on page 50.) 

Street Supply has never sold a 
power mower inside the store. 
Starting the motor or inviting the 


Outdoor Living Inventory—1958 


Based on their 1957 sales experience, this is the basic lawn and garden 
inventory with which Street Supply, South Hadley Falls, Mass., will start 


the spring selling season. 
Lawn seed and fertilizers 
Power lawn mowers 
Outdoor living furniture 


$10,000 
10,000 
5,000 


(Smaller budget for flower and vegetable 
seeds, spring bulbs and insecticides.) 


DOUBLE-PURPOSE DISPLAY CABINET al- 
so affords over-night protection to garden 
tools while permitting outside display. 
Slide-on doors on either side can be pad: 
locked. 





How to Seil 
Outdoor Living Goods 


Stock a diversified line of out- 
door living essentials — seeds, 
fertilizers, mowers, garden fur- 
niture, barbeque equipment, 
trellises, etc. 

Display these products out- 
doors, where they can be seen 
as they will be used at home. 
Stage special promotions. Hold 
outdoor cooking classes. Show 
special gardening films. Make 
your store a center of garden- 
ing information. 

Take newspaper space to pro- 
mote your seasonal specials. 











customer to do so is a selling point 
that carries conviction. It’s an easy 
move from this demonstration 
area to the customer’s car. 

Power mowers proved to be the 
best selling item this past year. 
Street Supply sold a total of 96 
powers for a total of $9,432, an 
average of nearly $100 a unit. A 
prize of a new hat was given the 
salesman turning in the highest 
dollar volume in power mowers, 
not the greatest number of units. 

Bill thinks that difference is im- 
portant. Otherwise, the sales force 
has a tendency to stress specials 
under $100, which carry a lower 
markup and consequently less 
profit. If he runs another contest 
this year, Bill plans to restrict it 
to units selling for over $100. 

Selling power mowers takes time 
and the markup isn’t too great, but 

(continued on page 119) 
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“Be ready for spring sales... 
stock up now on GyClone Lawn Fence 
and Flower Bed Border.” 
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INSECT SCREENING HARDWARE CLOTH 
Galvanized 

Bronze 

Aluminum 


Fiberglas 


BUILDING PRODUCTS MERCHANDISER 


CyYcLONE LAWN FENCE AND 
FLOWER Bep BorpER are supe- 
rior in quality and are backed by 
the well-known, widely accepted 
USS label. Because of this they 
sell readily, stand up well in serv- 
ice and encourage repeat busi- 
ness. In the busy Spring season 
just ahead you'll help build your 
own business and give your cus- 
tomers the products they want 
by stocking, displaying and sell- 
ing Cyclone Lawn Fence and 
Flower Bed Border. Check your 
stock now and order from your 
jobber before the Spring rush. 


Cyclone Lawn Fence is avail- 
able in two weights, in both 
welded and woven, in single and 
double loop styles and in heights 
of 36, 42 and 48 inches. As a 
give-away for your customers, 
Cyclone has made available a 
pocket-sized folder with full de- 
tails on good fence erection. Get 
in touch with your distributor for 
your supply of erection folders. 

Cyclone Flower Bed Border is 
made in either welded or woven 
style and, except for height, is 
identical in construction to 
Cyclone Lawn Fence. 


CYCLONE FENCE DEPT., American Steel & Wire Division, United States Steel Corporation 
Waukegan, Illinois * Sales Offices Coast-to-Coast « United States Steel Export Company, New York 


Pacific Coast Headquarters, Oakland, Calif 


CATCH-ALL BASKETS 


LAWN FENCE GATES 


United States Steel 


Circle No. 6 on Coupon, page 118. 
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SIMPLE ADS PAID OFF for Gibson Lumber’s end-use packages. 
This 2-column by 3" ad was alternated with two others on add- 


a-room and garages. 


1s tie-in with garages 


Patio Sales Hit 


California dealer sells 67 patio packages. Promotes both 


ways 


including labor, brings $350. 


Promotion of three end-use pack- 
ages have resulted in the sale of 
$21,000 worth of patios alone for 
the Gibson Lumber Co., San Ber- 
nardino, Calif., in the first six 
months. The three packages are 
garages, add-a-room and patios. 

The sales breakdown for the 
patios was as follows: 27 patios 
completely erected, $15,000; 40 
patios, materials only, $6,000. In 
addition to the $21,000 in patio 
sales, the garage and add-a-room 
volume was substantial. 

The price for labor and materials 
for the basic patio was $350; mate- 
rials alone came to $150. Competi- 


50 


-labor and materials or materials alone. Basic package, 


tive retail prices on materials were 
charged with no discounts. Many 
of the patios were far more elab- 
orate than the basic 12’x20’ plan, 
however. The materials price in- 
cluded all lumber, nails, concrete, 
built-up roofing and 1%” plywood 
roof deck. No paint or painting was 
included. The erected price included 
a small markup on labor. 

“Of the 27 patios sold erected, 26 
of them required financing,” de- 
clared John McKinnon, remodeling 
manager. ‘We made financing a 
part of our sales package.” 


Most of the leads came from the 
firm’s daily ad, 2-column 3” in size. 


COMPLETED PATIO below is typical result of Gibson's promo- 


tion. The patio pictured was sold without making a house call! 


$21,000 Mark 


A different end-use package was 
promoted daily — patios, garages 
and add-a-room. The ad rate was 
$2.10 per column inch. During the 
first six months, the advertising 
costs totaled $720. 

Can selling like this be 
100% at the yard or must 
calls be made? 

“You ought to plan on making a 
house call to measure the job accu- 
rately,” explains McKinnon, “but 
the actual selling can be done by 
getting people to come into the 
yard.” 


done 
house 


Formation of Thunderbird 


The Thunderbird Lumber Corp., a 
lumber wholesaler with headquarters 
in Albuquerque, N. M., was recently 
formed, reports president Robert E. 
Gallagher. The new firm represents 
some of the country’s outstanding 
mills and will offer a complete selec- 
tion of west coast products. 
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BOARDS 

COATINGS 
TEXTURES 
SIZES...FROM 


Yio" UPSON 


now with 
smooth surfaces 
on both sides 


Available in 4’ x 8’, 10’ and 12’ sizes 





Yo" UPSON 

(PEBBLED SURFACE ON ONE SIDE) 
now in two 

new sizes... 


64” and 32” widths 
in 8’, 10’ and 12’ lengths 





UPSON STRIATED 
(%" THICKNESS) 

now pre-coated in 
beautiful white 


4’ x 8’ and 4’ x 10’ sizes 





wall and 
ceiling products 
siding, sheathing 


94% wood fibers laminated for great strength 


BUILDING PRODUCTS MERCHANDISER 


UPSON SUPER-BILT 


(%" THICKNESS — 
SMOOTH SURFACE ON ONE SIDE) 


now available in 
4'=x 8' sizes 


Also in sizes up to 8’ x 20’ 





NAME 








ADDRESS 








ar 


NAME OF FIRM 


PSON 


NEW IMPROVED 
PRIMED SIDING 


7 


PRIMEDs++*| | q-+++-+PRIMED 


on back side 
for long life and edges 


with high 


efficiency 
resinous 
g e coating 
| me) 


e 
*. 
o 
7 
. 
e 
e 
* 
o 








Won’t split, check, crack 
or splinter. Economically 
priced. Saves up to $50 per 
house on painting costs 
alone. 12” x 12’ gives wide 
exposure. Apply in conven- 
tional manner. 


Stock up now with a com- 
plete line of Upson Fiber- 
board Products. They’re 
proven profit getters. Write 
The Upson Company, Lock- 
port, N. Y. for information 
about the large variety of 
Upson Boards. 


THE UPSON COMPANY ~ 58217 Upson Point, Lockport, N.Y. 


Please send me complete information and samples of 344”Upson Boards [_] 
Upson Striated [] Super-Bilt Boards (] Train Boards [_] 
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Look up to TRI-DEK...for dramatic profits ! 


Your builder customers know that Tri-Dek’s 
spacious open-beam construction sells well today 

and they know itsaves them money...up to $17 
per 100 sq. ft. of roof area! In one operation, they 
put up roof deck, insulation, and finished ceiling. 

Tongue-and-groove on all four sides, Tri-Dek 
is a solid base for built-up roofing. All-around 
self-sealing joint with vapor barrier, optional in 2” 


BUILDING PRODUCTS MERCHANDISER 


and Also available in 14%” thick 
ness without vapor seal for use in mild climates 
Tri-Dek’s 2’ 
built in by Gold Bond's exclusive Fiberlok process 
Tri-Dek saves builders’ time and material —Tri- 
Dek makes profits for you. Ask your Gold Bond 
or write Dept 


3” thicknesses 


x 8’ slabs have strength and rigidity 


representative for more sales facts 


AL-28, National Gypsum Co., Buffalo 2, N. Y 


NATIONAL GYPSUM COMPANY 


nese 


ge 


Gold Bond 
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Lawn, Garden & Patio Profits 


(Section begins on page 46) 





MODEL TOOL HOUSE has been erected near the front door of the lumberyard. Sides 


end, roof and door panels are exterior type fir plywood. 


40% Profit in Prefab T 


Pennsylvania dealer finds ready market for precut ply- 


wood garden tool house. Expects to sell 30 units this season. 


The Lehigh Lumber Co., Allen- 
town, Penna., has developed a pre- 
fab garden tool house which sells 
readily for $169.50 and brings in a 
10% profit 

The small houses provide a 
“home” for all the miscellaneous 
equipment that usually clutters the 
garage. With the precut parts avail- 
able at Lehigh, the customer can 
assemble the tool house quickly with 
just a hammer and screwdriver. 

Lehigh began merchandising the 
precut tool house packages when it 
found many customers reluctant to 
attempt such a project with only a 
do-it-yourself plan. Also, many part 
time do-it-yourselfers balked at 
buying or renting the power tools 
necessary to cut out the side, door 
and roof panels. 

The yard precuts these sections 
from *,” and 1%” exterior type fir 
plywood and nails 2x4 framing in 
place. Since all the parts are in 
the package, a customer can assem- 
ble the house in only three hours 


54 


by following a simple instruction 
sheet. 

“Our precut tool house was our 
first step into this field,” says John 
Snyder, Lehigh sales manager. “‘We 
sold 15 of them with a minimum 
of promotion last season and I fig- 
ure we can double that this coming 
season.”’ Snyder also plans to pre 
fab sand boxes and play houses. 

With a small down payment, the 
customer can buy the garden tool 
home for only $10.16 per month on 
Lehigh Lumber’s time payment 
plan. About 60% of its customers, 
however, have purchased the tool 
house for cash. 


Nice profit. “Actually, our retail 
sales price is about 15% higher 
than if the customer bought the 
materials piecemeal,” explains Sny- 
der. “However, the average cus- 
tomer would rather buy it precut, 
because that eliminates the job of 
ordering the different items indi- 
vidually. Also, he gets exactly what 
he needs to construct the tool house 


LOCAL BUILDERS' SHOW was used to 
promote the tool house. Note storage 
space for tools inside the doors. Entire 
unit is built of ¥%" and '/2"" exterior type 
fir plywood and 2x4 framing. 


ool House 


and doesn’t have to be concerned 
with different types of routing, 
chiseling, cutting or drilling holes 
Everything is already done for him 
and all he has to do is assemble it.” 

Snyder feels that every customer 
who looks through the do-it-your- 
self plan display is a prospect. He 
advertises his precut units directly 
adjacent to these displays. This ap- 
peals to the customer who doesn’t 
have much building know-how, but 
wants to make something himself 

It doesn’t take the shop long to 
cut out the parts for a tool house 
and customers can have them deliv- 
ered within a few hours after plac- 
ing their order. During the spring 
and summer, however, Lehigh has 
two or three precuts already in 
stock to meet the heavier demand 
at this season. 

“Almost every adult knows how 
to assemble something when mate- 
rials have already been precut,” 
explains Snyder. “They get a big 
kick out of building a project that 
fits together simply. The customer 
gets the entire package delivered at 
one time and can finish it within a 
few hours. Last season, when one 
customer put up one of our garden 
tool houses at the rear of his home, 
it was seen by several other neigh- 
bors who immediately placed orders.” 
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pRE-SOLD 





are 


PRE-SOLD BY ADVERTISING 


A consistent schedule of consumer and 
trade advertising has made Columbia 
Window Screens—Columbia-matic TEN- 
SION SCREENS or Columbia Tubular 
Aluminum FRAME SCREENS—“brand 
name” merchandise with both builders 


and homeowners. 


PRE-SOLD BY MERCHANDISING 


Hard-hitting broadside and promotional 
materials keep builders constantly alert to 
their cost-cutting, failure-free, consumer- 
appealing features. Easy to stock, easy to 
store Columbia Screens are ‘custom’ made 
to exact measure. Simple, quick installation 
cuts costs across the board. The mark-on is 
substantial, product and dealer backing 


complete. 


PRE-SOLD BY POINT-OF-SALE AIDS 


Point-of-sale materials second to none give 
Columbia Dealers sales creating and sales 


BUILDING PRODUCTS MERCHANDISER 














.. .as rt 1s toknow 
how it’s made! 


SCREENS 


AN 
[F 


closing tools tested and proved in sales by 
the millions. And you are backed with 
strategically located manufacturing points 
from the East to the West Coasts. That 
makes you No. / for sales and services in 


your trading area. 


YOU HAVE THREE MARKETS 


. new building, remodeling and replace- 
ment. And when you take on the Columbia 
franchise you become a complete window 
screen dealer . . . with either a Columbia- 
matic TENSION SCREEN or Columbia 
Tubular Aluminum FRAME SCREEN to 
meet all potential sales. 








For Complete Information about Columbia Window 
Screens contact your nearest distributor or write Dept. 52 


THE COLUMBIA MILLS, INC. 


120 W. Onondaga Street, Syracuse 1, N. Y. 
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SUN IS STOPPED as "Wilk" Sanford holds a made-up screen. 


This demonstration often is enough to sell a complete installation 


DO-IT-YOURSELF CUSTOMERS can buy 


all the metal frame parts to assmble the 
themselves, or they can buy 
screens completely installed from O'Mal- 
ley's outside salesmen 


screens 


TURNED AROUND, the shade screen allows light and vision to 
pass through. Sanford tells people how the product will save 
them $10 monthly in their refrigerated cooling bill. 


NOVEL TRIANGLE of hardboard helps avoid waste in sell- 
ing window-lengths; Sanford holds it against edge of 
screening, marks cut-off with pencil. 


Sells Screening by the Carload 


Sanford explained that the fabri- 


“Beat the heat and save money” is a dual sales argument 


(backed up by outside salesmen and store demonstrations) 


that makes screening a profitable product at O’Malley’s, 


Phoenix, Ariz. 


Aggressive promotion and on-the- 
ball selling explains why five car- 
loads of sun-stopping screening 
were sold by O’Malley’s Building 
Materials, Phoenix, Ariz., in two 
years. “We use two sales methods,” 
says W. F. “Wilk” Sanford, man- 
ager of the firm’s hardware depart- 
ment. 

“First, we promote the item heav- 


56 


ily during the April-September 
summer season, both in our adver- 
tising and in our store. 

“Second, we arranged with an 
outside organization to make up 
complete screens using the sun- 
stopping screening so we could 
serve both the do-it-yourself mar- 
ket as well as the job-installed 
market.” 


cator employs door-to-door sales- 
men, who solicit sales in behalf of 

O’Malley’s, measure and install. 
Helps air conditioning. Since 
refrigeration-type air conditioning 
came into the Arizona market, the 
sun-stopping screening is an impor- 
tant help in boosting efficiency of 
the cooling machines. Arizona folks 
have become highly aware of mod- 
ern opportunities to beat summer 
heat and dealers have been success- 
ful in promoting materials and 
construction methods of high heat- 
stopping powers. The shade-stop- 
ping screening installed in the home 
of O’Malley’s Phoenix yard man- 
ager resulted in a saving of $10 per 
(continued on page 60) 
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H-m-m-m-m 
So smooth 
All Roll...No Rock 


EXTRUDED 
ALUMINUM TRACK 


LIFETIME 
NYLON ROLLERS 


SELF-LUBRICATING 


BEARINGS 


VERTICAL 


V-GROOVE 
TRACK 
HORIZONTAL 
ADJUSTMENT SLOTS 


= ADJUSTMENT SLOTS 


Versatile HAR-VEY Sliding Door Hardware... 


designed to cut your 


inventory and sales cost... 
fashioned for the sales and 
profit-minded builder 


Har-Vey Sliding Door Hardware comes complete (in- 


cluding pulls and track) in one HandiPak . .. Har-Vey’s 
versatile 707 Series is just what your customer wants 
. it accommodates either 34” or 134” doors by 


simply reversing the hangers between outer and inner 
doors. This feature pays a bonus not only to your cus- 
tomer in fast, easy installation but to you by cutting 
your inventory, handling and sales costs. You never 
have to pass up a sale. . . Har-Vey’s 707 Series adapts 
to both 34” and 13%” doors—there’s only one set to 
handle and it virtually eliminates a stock shortage. 
However . .. there’s a Har-Vey line designed to meet 
any requirement and fashioned to satisfy the most 
discriminating buyer. Look for the Har-Vey name 
stamped on metal parts . . . your assurance of su- 
perior quality. 


These features make Har-Vey the answer to your customer’s needs 


RIBBED STEEL, PLATED HANGERS = ADJUSTABLE NYLON DOOR GUIDES 


Adjustable Nylon door guide 
eliminates scraping sounds 

.no grooving bottom of 
doors . . easy to install. For 
By-Passing 34” to 134” doors. 


Unusually rigid, cadmium 
plated steel hangers have 
vertical and horizontal ad- 
justment slots for fast, easy, 
accurate alignment. 


SELF-LUBRICATING NYLON ROLLERS 


COMPLETE IN ONE HANDI-PAK 


Comes complete in Handi- 
Paks. Contains everything 
you need for quick, easy 
installations. Includes pulls 
and aluminum track. 


Quality Nylon rollers with 
self-lubricating bearings pro- 
vide a lifetime of smooth, 
positive action door control. 





for complete information write to... 


AMERICAN SCREEN PRODUCTS COMPANY 
General Offices: 61 E. NORTH AVENUE 
NORTH LAKE, ILLINOIS 


©1958 by American Screen Products Company 


BUILDING PRODUCTS MERCHANDISER 


World's largest 
manufacturer of 
window screens 


. 
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M-D 4a GARD AUTOMATIC 


M-D_Nametal WEATHER STRIP 
DOOR BOTTOM 


FOR DOORS 














UP auto- 

matically to 
clear carpet 
easily when 
door opens. 


DOWN snugly 
against floor 
to seal out 
drafts when 
door closes. 


M-D PACKAGED SETS FOR DOORS 


This complete package unit means easier handling for you 
. easier installation for your customers. M-D Numetal door 
sets are available with regular door bottoms or with threshold 
and exposed hook. 
SeSeeeeeSSSSSSSSeeeeeeeeeeeeeeeeeeeeeee 


Here's the perfect automatic door bottom and draft eliminator 

for ALL doors. Easily installed on right or left hand door. 

Smartly designed with silvery-satin finish—will ‘not rust or 

tarnish. Furnished in standard lengths—28”, 32”, 36”, 42” 

and 48”. Packed in individual cartons. 
SOCSSSSSSSSSCSSOSSSSSSSSSSSSSESSESCESEEESEESEEEE 


M-D EXTRUDED ALUMINUM 
, THRESHOLDS WITH Viny! Insert 


2%" 


| 33%" 
a 


M-D Extruded 
DOOR BOTTOM 





Now M-D Extruded Aluminum Thresholds Nos. AP-33%, and 
AP-118 have vinyl calking strips along the outside foot on both 
sides, as well as the replaceable vinyl insert on top. Also 
available in Anodized Albras (brass finish—never tarnishes— 
never needs polishing). | 


M-D Extruded 
HEAVY DUTY 


} 
@eeeeeeoeeoeeeeeeeeeeeeeeeeeeeeeeeeeeeeeee 


Extruded aluminum and felt 
door bottom — in natural 
finish or anodized satin, 
bright or brass colors. 


DRIP CAP 


Extruded heavy duty drip 
cap—in natural finish or 
anodized satin, bright or 


brass colors. 


SSCSCHSSSSSHSSSSSSSSSSSSSSSSSSOSHESSHSOSSEEE 
Se ee 


M -D Nuametal 
DOOR BOTTOMS 


Made of extra thick wool felt and 
heavy gauge stainless steel, brass 
or aluminum, Standard lengths— 
28”, 30”, 32”, 36”, 42” and 48” 
—packaged 1 doz. same length to 
carton. Special lengths available. 


M-D CALKING & GLAZING COMPOUND | 


Ni (ALK 


World's best calking compound 
available in loads, with or with- 
out nozzle . .. hand squeeze 
tubes ... or Y pt., pt., qt. and 
gal. cans. Also 5-gal. and 55- 
gal. drums, gun or knife grade. 


WNu-Glaze 


You can use and recommend 
this glazing compound with 
complete confidence that it 
always “stays put."’ Packed in 
Y2 pt., pt., and qt. cans, 25 Ib., 
50 Ib., 100 Ib., 880 Ib. drums. 


*i, (ALK 


CALKING 


fompound 


GLAZING 


Compound 


MACKLANBURG-DUNCAN CO. 


P.O. BOX 


1197 * OKLAHOMA CITY 1, 


OKLAHOMA 





QUALITY BUILDING SPECIALTIES 
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FITS-ALL No. FS 


FITS-ALL grilles Nos. 1, 3, 4, 7 have an accordian like action that 
ivy makes them i 


No. 1 adjusts from 16” to 30%,” in width between stiles, and 





FITS-ALL No. S6 
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M-D Adjustable Screen Door Grilles 
available in 3 everlasting finishes 


Wiienicut Anodiz 





& 


silvery-Satin 


_— 








FITS-ALL No. 9 

















tahi 





+ di 
J 


40%” to 30%” high. 


1 wide, and 20%” to 34” high. 














FITS-ALL No. 8 
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FITS-ALL Nos. 1, 3, 4,7 


Each comes packed 12 to carton, 


No. 3 adjusts from 14” to 25” wide, and 25” to 32%” high, 
No. 4 For upper section of doors. Adjusts from 19%” to 33%” 


No. 7 adjusts from 14” to 26” wide, and 33%” to 26” high. 





America’s most beautiful screen door grilles are 
available in three permanent, exciting finishes. 
Never rust, never tarnish, never dull. Now you 
can offer your customers screen door grilles that 
match your front door hardware. 


M-D PUSH GRILLE NO. 23 


Here's a beautiful new addition to the M-D line 
of grilles for every type of screen door—wood 
it's M-D Push Grille No. 23 ...a 
smart, graceful new style designed to give extra 


or metal. 


protection where it is needed most. 23” high for 
32” or 36” doors. 12 to a carton. 
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M-D Push Grille No. 15 
A graceful addition to any 
door—wood or metal—16” 
high for 32” or 36” doors. 
12 to carton, 










ALACROME 
















M-D Push Grille 
No. 4 

A graceful push grille 

4” high for 32” or 

36” doors. 12 to 

carton, 


M-D Push Grille 

No. 6 
A handsome, 
priced push grille for 
aluminum or wood 


low- 


doors. 12 to carton. 
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M-D Push Grille No. 16 
Made especially for combi- 
nation doors, 12 to carton. 














EYE APPEAL @ 
BUY APPEAL 


BARBEQUE FENCING 





' FAN 
UMBRELLA BARBEQUE TRELLISES 
TABLES CARTS 





amos aaa A — 


Lt } } 
wt 


PICKET CAPTAIN'S FLARED 
FENCING CHAIR TRELLISES 


® CHILDREN’S 
SETS 





RANCH 
FENCING GARDEN ARCHES 


GARDEN 
TRELLISES 


1 0 


ROLL 
FENCE 


GARDEN 
PERGOLAS 


EXPANSION 
TRELLISES 


CONCORD 


WOODWORKING COMPANY 


MASS. 10 Beharrell St. 


SHIPPING West Concord, Mass. 


POINTS FOR FAST SERVICE ILLINOIS 21 West Taylor St. 
LOWER FREIGHT Chicago, Illinois 


Please send price lists and catalog 
Company . 
Attention of. 


Street 
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SCREENING 


(begins on page 56) 





month in refrigeration costs. This 
home-grown testimonial is a definite 
aid to sales. 


Inventory carried. ©’Malley’s 
carries the screening in 50-foot 
rolls in all widths from 18” through 
48”, also a complete inventory of 
aluminum frame parts for use over 
both wood and metal sash. 


Best sales tool. The best sales 
tool of the door-to-door salesman 
and of the salesman in the store is 
an actual sample of the completed 
screen. 

“We can take a customer outside 
in our Arizona sunshine, hold up 
the screen between him and the sun, 
and he can feel at once the coolness 
which the screening produces,” San- 
ford said. 

O’Malley’s has several devices to 
help sell the product. First is a 
large triangle of hardboard used to 
insure a square end-cut when sell- 
ing screen lengths. This triangle 
acts exactly like a T-square 

Next, in selling cut pieces of 
shade screen, they charge for the 
next higher half-foot. This insures 
getting paid for the last two feet 
on the roll, often unsaleable because 
it is too short. 

O’Malley’s sells the product at 31¢ 
per foot, representing a 50% mark 
up on the wholesale price. 


Installed prices. When O’Mal 
ley’s door-to-door salesmen take an 
order for an installed job, a $2 in- 
stallation fee is charged. This is in 
addition to the higher prices 
charged for making up the screens 

Comparison on the do-it-yourself 
price vs. installed price is seen on a 
36x48-inch unit. As sold by the 
salesman, this unit costs $12.47 
plus the $2 installation fee. All the 
materials for do-it-yourself fabrica 
tion of this same size unit comes 
to $8.99. O’Malley’s finds an ample 
market for both methods, has no 
trouble in getting either price. 


SQUARE CUT is certain because this 
"shoulder'' on the triangle is held firmly 
against screen edge while line is struck 
across the material, important for maxi- 
mum profit. 
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“LADY, YOU'RE LOOKING AT THE ONLY COMPLETE 
PREFINISHED PANELING ‘PACKAGE’ ON THE MARKET!” 
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Salesman: ‘And here are the exclusive PlyWelsh ‘panel 
stretchers.’ ”’ 

Customer: ‘Panel Stretchers”? 

Salesman: ‘That's right, you can ‘stretch’ PlyWelsh 
panels to any heighth without unsightly joints 
showing. Notice they're prefinished to match 
the PlyWelsh panels.” 


Salesman: ‘First, the PlyWelsh Prefinished panels in 
10 decorator finishes a 


——— a 


Customer: ‘I like that soft look .. . no sheen or gloss 
. good looking!” 


~ 


: — <= am os 

Salesman: ‘These panels are finished by the patented ~ 
BRUCE process . . . outwears surface finishes 
more than 14 times!” 


- 


rs 
/ 
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Salesman: ‘And to complete the PlyWelsh ‘package’ 
matching Putty Sticks to hide nail holes and 
PlyWelsh Match Stains for built-ins and ac- 
cessory woodwork.” 


Customer: “Goodness, you people have thought of 
everything !” 


~~ 


Salesman: ‘Now for the molding you'll need. See, it’s 
prefinished to match the panels . . . comes in 
seven different designs.” 


x 
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Customer: ‘You mean we don’t have to do any mixing 


? 


w Yes, we believe we have thought of everything . . . a complete 
or matching”’? 


prefinished paneling “‘package” that guarantees the sale of 
related items, and makes you more money per sale! 
PlyWelsh offers you the only complete paneling “‘package” 
~ , on the market. Everything’s prefinished, everything matches! 
is ene eae Genie ees Gia me Gute Gas cule inte oan Guns Ge aoe oe Makes installation easier, cuts costs for your customers. Com- 
petitively priced . . . there’s no finer quality paneling available, 
FINISHED WITH BRUCE PATENTED PROCESS anywhere ! 
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Salesman: ‘That's right . . . everything is prefinished, 
everything matches.” 
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OUTWEARS SURFACE FINISHES 14 TIMES! The PlyWelsh Planning Kit 


Here's merchandising at its best for con- 
Everything prefinished— PL | tractors, remodelers, and the do-it-your- 
Everything matches! j ] self trade. An actual “planning kit’’ with 

scaled PlyWelsh panels in natural color, 
ere ; scaled wall layouts, everything your cus- 
Write for the name of your nearest distributor. tomer needs to be his own decorator, to 
Manufactured exclusively by the Welsh PlyWood Corporation, Es ee Sal te Sere Tees 
. awe g him to your store! 
Memphis, Tennessee 
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BEAUTIFUL BARCLITE the translucent, reinforced, fiber glass panel. Indoors and out, Barclite’s uses are unlimited. It is being installed 
in homes, commerce, industry, farms and government installations .. . everywhere. Barclite will not crack, rust or dent, and pound 
for pound it is stronger than steel . . . use it in hundreds of ways. Carports, patios, awnings, partitions, cabinets, fences, skylighting, 
glazing, roofing, siding, doors, hangars. BARCLITE CORPORATION OF AMERICA, Dept. AL-2, Barclay Building, New York 51, New York. 
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BEAUTIFUL BARCLAY the prefinished plastic coated panel in a complete range of colors, patterns, wood grains. The 
3 x +¢ % Melamine-Silicone “590” finish, exclusive with Barclay, is as tough as science can make it. Panels last longer, stay brighter 
45, 


and are moisture-protected. Installation is quick and easy. Get the whole booming profit story on Barclite and Barclay. 
BARCLAY MANUFACTURING CO.,INC. Dept. AL-2,8arciay Building, N.Y. 51, N.Y. Contact your nearest distributor for details. 
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I awn. Garden & Patio Profits A unique mobile sales device on wheels has greatly in- 
creased garden hose sales and soil conditioner sales for 
(Section begins on page 46) the Everitt Lumber Co., Ft. Collins, Colo. 

The traveling store carries all the standard garden 
tools, which are displayed on perforated hardboard on 
AN ” one side of the truck. Back-up stock is carried in the 

Green Thumb on Wheels center of the truck—not only the green-thumb items, 

but other items that a week-end do-it-yourself man 
might need. 

If you would like to try such a promotion, here are 
some hints passed along by Bob Everitt: 

1. Maintain a complete stock, not only in your truck, 
but also your warehouse. 

2. The truck must cover a regular route at a regu- 
lar time, establishing a definite pattern with your cus- 
tomers. 

3. Your “green-thumb” salesman must know his 
products. 

Everitt Lumber Co. set up a definite schedule for 
parking the traveling store in different localities each 
week end. Newspaper ads told where the “store” would 

be located. 





BACK-UP STOCK is 
carried in the cen- 
ter of the truck. 
Salesman Pete 
Boldman also car- 
ries other items 
needed by the 
week-end handy- 
man. 


“GREEN-THUMB" STORE ON WHEELS does a good business in 
the suburban area. Note openings so fork-lift truck can easily 
remove two-sided display, freeing truck for other work. 








more fente profes 


FOR YOU witTH NEW 


DESIGNS! 





The biggest year yet in fence sales and profits is off to a great MORE SALES, QUICK AND EASY WITH 


start with Habitant’s introduction of a smart new addition to the : 
famous Habitant line. It’s beautiful, modern Basket-Weave in NEW lu ve coRATIVE UNITS... 
long-life Michigan White Cedar. Shipped completely assembled Here's the NEWEST idea in fence sales — ready-to-install units 
Special-length sections necessary to fit designed for dozens of uses. Units are shipped ready to install, 


in standard 7 ft. sections. 
all sturdily built of Michigan White Ce- 


your customer's individual lot line 
New Habitant Basket-Weave Fence is ready for instant installa- ter 
This new addition makes Habitant the — each one an inspiration for additional sales of Habitant Fence! 


are available at no extra cost! complete with posts; 
Twelve different units for your customers to choose from 


tion with matching gate. 
most complete line of fine wood fence, with styles ranging from 


. : If it doesn’t have this tag, 
paling and stockade to popular picket and post-and-rail. f us : sige 





it’s not Genuine Habitant! 


WRITE FOR DETAILS ON THE MONEY-MAKING HABITANT FENCE 
LINE, AND FOR NEW FOLDERS, BROCHURES AND SPECIFICATIONS. FEATURED AT $19.95 AND UP. . . DELIVERED! 


* E = a) Gh ty 
FENCE, INC. a | RIS So 


BAY CITY 19, MICHIGAN 
a8 fe " 2 ; THE LANCASTER UNIT THE HAMPTON UNIT THE PENROSE UNIT 
The Finest Fence You Can Sell! to shield a terrace to screen an entry to frame a garden 
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BUILDING PRODUCTS DEALERS! 
Booming business and dud prospects don't 
go together ... knowing where the ‘‘live 
ones’ are—that's what you need! 


SAN Willy Jyh [land ir /0 Vern 


Write for a better way 
to make your profits go up 


Advance information about new projects makes the difference between boom and bust when 
you do business with the construction industry. Dodge Reports not only give you early notice—they 
help you follow through by telling you whom to contact and when the job is out for bids 
(even who's bidding) on just the kind of work you want. If you'd like to know how to pin-point the 
‘‘live’’ prospects that will help make your profits rise, just read and mail this coupon today. 


TO: DODGE REPORTS, DEPT. 25, 119 WEST 40ih STREET, NEW YORK 18, N. Y. 

Yes! I'd like to pin-point my prospects by knowing in advance who’s going to build, 
what, when, where. 

I want to know whom to contact and when to submit bids. 

I'd like to see some Dodge Reports, and I'd like a copy of your booklet that tells 
how to use this accurate, daily, up-to-the-minute construction news service. 


I understand that I can pick just the area in the 37 Eastern States and the type of 
construction activity that interests me. Also, that I won’t have to wade through mounds 


of data to find the information I need. 


I'm interested in General Building House Construction [] Engineering (Heavy Construction) 


in the Following Area: 


\iglry; 
Wy, 


te 
ADDRESS ~ 


Dodge Reports 


For Timed Selling to the Construction Industry 
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For Your Convenience 


Complete Price Range on 


Seymour Smitn @ 











Now you can 

offer the genuine 

Seymour Smith 

“Snap-Cut” 

pruner—the 

most popular 

in the world 
in any of 

four models 

— — No.119-8”—The 

Ppa genuine, orig. 
’ inal “Snap-Cut 

trade. pruner known to 

millions for 


quality and per- 
formance. Easily 
cuts up to - 
branches. 


- — 


‘ 
$3.25 


oe 


No. 319-8” — A new de luxe “Snap- 
Cut” with stainless steel blade and 
“Triplekote” chrome finish. Grace- 
fully streamlined. Great eye appeal. 


$4.25 
= y 
_—_» |! 


No. 118-6”— A smaller model for the 
ladies. $2.59 








No. 019-8”—a new competitive 
“Snap-Cut” with finest cutting qual- 
Now you can sell a genuine 
for as little as... $2.25 


ities 


“Snap-Cut” 


There’s one for the nabob, one for 
the ladies, one for the budget buyer 
and, of course, the original #119-8”, 
Just about as wide a choice of prun- 
ing shears as any store needs—and 
they’re the most widely advertised 
and promoted. 

Your jobber has Seymour Smith 
“Snap-Cut” pruners. Order today. 


Luatily Toots 
Seymour Smitu 
Since 7850 


2002 Main St., Oakville, Conn. 


Sales Reps: John H. Graham & Co., Inc 
105 Duane St., New York 8, N. Y 


Circle No. 72 on Coupon, page 118. 


Lawn, Garden & Patio Profits 


(Section begins on page 46) 











Grilles Lend Beauty, Protection 


These sales points help North Carolina dealer do a good 


volume in glamour specialty item. 


Suggestive selling has resulted in 
the sale of screen door grilles with 
over half of the 300 screen doors 
sold each year by Atkins-Harper 
Lumber Co., West Asheville, N. C. 

New grilles are displayed on an 
\island in the showroom. However, 
|some units are left in the original 
carton because of the selling mes- 
sage and installation details on the 
outside. 

A specifications sheet at the end 
of the counter describes each grille, 
the panel it will fit and the price, 
laccording to the three finishes: 
chrome, bright and brass. 

If a customer buys a grille at the 
|same time he purchases a screen 
| door, Atkins-Harper will install the 
grille in the shop at no cost to the 
‘customer. If Atkins-Harper sends 
a man out to install a grille or a 
screen door, the same charge is 
|made as for hanging a new screen 
| door—$2.50 per hour with the aver- 
lage job around $5. 

This same charge is made for in- 
stalling new screening on an old 
'door frame. On such jobs the At- 


kins-Harper man never fails to 
point out that a grille will offer 
screening protection and will be a 
good investment. 


Predicts Jump in Sales of 
Reinforced Plastic Panels 

A 25% jump in the sale of reinforced 
plastic panels is predicted for 1958 by 
president David S. Perry, Filon Plas- 
tics Corp., El Segundo, Calif., who 
says that 62.5 million square feet of 
the material with an estimated retail 
value of $43.7 million will be sold this 
year. He reports the estimated 50 mil- 
lion square feet of corrugated and flat 
panels sold during 1957 had an ap- 
proximate retail value of $35 million. 
This represents a 20% increase in 
both footage and dollar volume over 
1956. 

Such recent developments as the in- 
troduction of flat paneling in rolls; 
“armor-plated” plastic panels for 
heavy-duty use and new configurations 
have created broader markets for the 
product, Perry points out. 
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Use these pages for display (orner swe) and— 


YOU SELL MORE, PR( 
HOMES ARE COME 


What is a Comfort-Conditioned Home? you sq 
benefit 


It's a new or modernized home with Full Fiberglas* 
- Comf 


Insulation for year-round comfort—heating and cool- 

ing costs within anyone's budget.-It’s a home with Full 

Thisisa = Housepower for better electrical living—plus many of Wha 
COMFORT / the other comforts and conveniences the building in- It mea 


dustry offers buyers today. your i 
CONDITIONED : : . : insulat 
i —_ What's behind this program? minim 


Four-color advertising in LIFE will support the ““Com- tomers 
> fort-Conditioned Home.” Exciting illustrations in full C ondit 

; — color (like the one on the other side of this page) will after 

FULLY INSULATED ws [PEPER = help millions to understand the importance of Full 
— Fiberglas Insulation and Comfort-Conditioning Sell 
for Electrical | 5 S 
fat CET toaay and tomorrcw | a 
‘a Why have we undertaken it? 


] 
ve CEILIN 
} We know the Comfort-Conditioned Home Program closed 


will be good business for the whole building industry, 

aaa . Y 7 CRAWL 
on customers who sell to it, and for us. It will help nett 
you sell your customers the benefits they can enjoy Fibergl 
in a new Comfort-Conditioned Home. It will help Lethe 


That's why w 


if -y- 1 ame) 0) amr} (ela) came le) ac-ie mm ilar) cut out 
arc Lasl- melee h Fh ele lal- 1mm OlE-}aaielelcelar-lalemel---jc-mit 


below house symbol on right-hand page 















you sell owners of old homes on “building in” the 
benefits that Full Fiberglas Insulation and other 
Comfort-Conditioning features can provide. 


What does it mean to you? 

It means real opportunity. An opportunity to increase 
your insulation sales by selling extra thicknesses of 
insulation to each customer as compared with FHA 
minimums. An opportunity to sell many new cus- 
tomers. An opportunity to tie in with the Comfort- 
Conditioned Home Program — advertised in page 
after page of LIFE. And finally, the opportunity of 


Sell Your Customers on These Standards 
SUMMER AIR CONDITIONING AND WINTER HEATING | 








CONCRETE FLOOR SLABS: 1" 
Fiberglas Perimeter Insulation 


CEILINGS: 3" Fiberglas Foil-En- 
closed Insulation 


CRAWL SPACES: 2" Fiberglas Blan- 
ket Insulation under floor or 2" 
Fiberglas Perimeter Insulation on 
perimeter wall 


FRAME WALLS: 2" Fiberglas Foil- 
Faced Insulation or 3" Fiberglas 
Standard Insulation 








Y—this is why you should put them up! 


ROFIT MORE WHEN 
ORT-CONDITIONED 


all time to sell comfort by promoting, merchandising 
and selling Fiberglas Insulation. 


What should you do? 


Make your store the ““Comfort-Conditioning” Head- 
quarters in your neighborhood. 


Stock enough Fiberglas Building Insulation in all 
types and sizes. Count on it to be a big sales leader 
this year. 


Talk to your National Distributor of Fiberglas In- 
sulation how your sales to builders can be increased 
through the Comfort-Conditioned Home Program. 
Ask about all the merchandising aids available. 


Promote all the products featured in LIFE during 
the year—Fiberglas Insulation, Fiberglas Screening, 
Fiberglas-Reinforced Paneling. Display all the mer- 
chandising aids to get full benefit from the LIFE 
advertising. 


we say...now Is the time fo... 





OWENS-CORNING FIBERGLAS CORP., TOLEDO 1, OHIO 
Fiberglas Insulation distributed by: Armstrong Cork Co.; 
Certain-teed Products Corp.; The Flintkote Co.; Insulite Div. 
Minnesota and Ontario Paper Co.; Tiger Brands Inc., Div. of 
Basic Incorporated; The Ruberoid Co. 







_.. Take hold of this 
and RUN with it! 
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This is a 
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Home 


_ New home or old... 
Comfort Condition it with 
full thicknesses of the great new 








OWENS- CORNING 





FIBERGLAS 


Building Insulation 


Developed after 2'/2 years of research 
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be sure you can supply superior quality redwood. 
Stock “CRA-Certified Kiln Dried" California redwood— 
graded, milled and seasoned to perfection 

by these member mills of the 


CALIFORNIA REDWOOD ASSOCIATION 


576 Sacramento Street + San Francisco 11, California 


Arcata Redwood Company ae 
The Pacific Lumber Company / RA 
The Pacific Coast Company 


Simpson Redwood Company 


Union Lumber Company 


Georgia-Pacific Corporation 


Hammond-California Redw 


Hoimes Eureka Lumber Company 
Redwood Saies Company, Easter 


Willits Redwood Products Company 


= Hobbs-Wall Lumber Company, Sales Agent 


Send for the Retailers’ Redwood File! Over 100 pages of facts on the properties, grades 
and uses of versatile California redwood, and how the retailer can put them to use for 
more and bigger sales. 
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MITERING the end 
of redwood bevel 
siding for applica- 
tion over proper 
moisture barrier. 
Promote CRA Certi- 
fied Kiln Dried sid- 
ing for highest per- 
formance, lasting 
beauty and ease of 
application, say the 
redwood people. 


Dealer Sales Guide: 


MERCHANDISING 


(C RA\ featuring 


REDWOOD 


promotion materials available from the 


CALIFORNIA REDWOOD ASSOCIATION 


Whether it be sales to consumers 
for fencing and home improvement, 
or to builders and architects for 
homes, schools and commercial 
structures, the California Redwood 
Association has developed an un- 
precedented dealer-aid program for 
1958, says Philip T. Farnsworth, 
executive vice-president of CRA. 

“In durability, beauty of grain 
and color, ability to take and hold 
opaque or natural finish systems, 
workability and dimensional sta- 
bility, redwood ranks high among 


PIGMENTED STAIN 
is applied to red- 
wood t&g siding in 
an addition to a 
California school. 
Many homeowners 
and school archi- 
tects find that any 
finish applied to 
rough-sawn_ exteri- 
or siding will last 
up to three times 
as long as on smooth 
surface, according 
to the California 
Redwood Associa- 
tion. 


all American  softwoods,” says 
Farnsworth. “To sell these qualities, 
redwood mills, through their asso- 
ciation, are vigorously helping you 
by pre-selling the customer; by 
sales training aids; by an array of 
builder’s information in the form 
of charts, data sheets, finish in- 
formation and booklets; and by 
carrying the message of redwood’s 
high quality and enduring beauty to 
the architect, landscape architect 
and specifier.” 

Markets for lumber in general 


a 
ea 
— 


and California redwood in particu- 
lar are made, not just accepted. 
Merchandising such as produced by 
the CRA is desperately needed to 
create new markets. But the sale 
must be made at the point-of-pur- 
chase—the retail yard. On the fol- 
lowing pages you will find a com- 
prehensive roundup of CRA’s pro- 
motions and retailing aids. These 
pages can serve as a guide to get 
your share of the redwood markets. 


The Editors. 








CERTIFIED DRY 


PALCO 
REDWOOD 


It’s 
KILN DRIED 


ro as 
, hee Fe Sere 


Photo by Morley Baer 


—and only the most skillfully controlled 
kiln drying captures the permanent values 
exclusively inherent in redwood 


has been first air dried for months —then kiln dried 
under the most exacting control of time, temperature 
and humidity —followed by special processes to equalize 


No other wood on the market offers so much 
in dimensional stability and freedom from swelling and 
shrinkage—if properly processed from forest to home- 


site. The Pacific Lumber Company, oldest of leading 
redwood producers, has long pioneered advanced meth- 
ods which have established Palco Architectural Quality 


moisture content throughout each individual piece. This 
is your assurance that Redwood’s beauty will outlast 
the longest mortgage. 


Redwood as the standard of comparison. When you 

. ‘fy D- : ry Redwood, ‘ou know that it See Sweet's Architectural File, or write for your personal 

specify Palco Certified D y ) reprint of the bulletin outlining specification data, PALCO 98 
803 Redwood patterns, sizes, grades, grains, etc. 


Spas de bab in Qodwort DD IL C OD. 


THE PACIFIC LUMBER COMPANY 


Since 1869 + Mills at Scotia, California 
100 BUSH ST., SAN FRANCISCO 4 © 35 E. WACKER DRIVE, CHICAGO | * 2185 HUNTINGTON DRIVE, SAN MARINO 9, CALIF. 
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Redwood Sales 
Guide—Cont'd. 


CR 





Sales Training Aids 





RETAILER'S Redwood File is a handy reference 
on redwood helpful in answering questions which 
come from builders and prospective homeowners. 


The basic training tool is the Retailer’s Redwood 
File containing data sheets valuable to the retailer and 
his salesmen. In this file is accurate information on 
grades and their proper uses, application instructions, 
data on finishing and the proper maintenance of Cali- 
fornia redwood. Many of the data sheets are in full 
color. 

For the dealer interested in staging a sales meeting 
on redwood, CRA technical representatives are avail- 
able. Representatives of CRA member mills who call 
on wholesalers also are equipped to help with retailer 
meetings. Featured at these training sessions are 





REDWOOD DATA SHEETS 


Do You Nail Siding Properly? [3 


TONGUE ond BOARD ond 
CROOVE BATTEN 





Seana NSay oe ra 
NAILING CHART prepared by CRA shows proper methods for 


nailing up redwood siding. Chart is in full color, measures 22" x 
25" and has metal loops for hanging on the wall. No charge 
for single copies. 


35mm slides on redwood grades, application and finish- 
es. The association also has on hand many motion 
pictures suitable for sales meetings. 

The CRA recommends that every load of redwood 
leaving the yard should carry a copy of their leaflet 
“Mr. Carpenter, Handle It Right.” Proper application 
is vitally important and the leaflet can lead to increased 
customer satisfaction. 

Many sales aids prepared specifically for architects, 
builders and the consumer can also be used effectively 
for sales training. Study the pages that follow for 
items useful for yard discussions. 





Below are listed just a few of the data sheets available from CRA, use- 
ful for training. Individual and limited quantities are free on request. A 


small charge is made on large orders. 


Sheet No. Title 3A4-1 
2A2-2. Machining California Redwood 3A4-2 
2A2-3 Gluing California Redwood 3A4-3 
2Bi-1| Properties and Uses 3A4-4 
2Bi-2 Yard Grades 3A4-6 
2BI-17 Redwood Pattern Lumber 3A6-I 
2BI-19 Shop Grade Redwood 3A7-1 
2C2-1 Moulding Patterns 3A7-2 
2D2-1 Durability 

2D2-2 Strength of Redwood 4Al-l 
2D2-3 Shrinkage of Lumber 4A1-2 
2D2-4 Density, Weight, Gravity 483-1 
2D2-5 Stiffness, Hardness, Shock Resistance 483-1 
2D2-6 Insulation, Heat, Sound 

2D2-7_—‘ Fire Resistance 483-2 


76 


Finishing 


Finishes 


Redwood Siding — Application 4B4-| 
Board and Batten Walls 4B5-I 
Shiplap Walls 

Bevel Siding Walls 
Tongue and Groove Walls addition to product data sheet 
Redwood Garage Doors 

Redwood Interiors—Spec 
Redwood Paneling, Application, F 


Nails and Nailing plication 
Timber Fastening 
Exterior Finishes 
Supplement to Natural Exterior 


Weathered Redwood 


Interior Finishes 
Maintenance of Redwood Finishes 





listed above, CRA has 
ans for farm buildings, fencing and 
garden buildings, and industrial ap- 
Requests should be sent to 
the California Redwood Associat 


C+ S 


S an Franci 


576 Sa 
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REDWOOD FACT: 

The use of properly kiln-dried 
siding is important for quality 
construction. Look for the “CRA 
CERTIFIED DRY” grade mark 
as evidence that the lumber has 
been graded and seasoned to ex- 
acting standards. 


Only the finest redwood 


Qbear this brand. 


SIMPSON REDWOOD COMPANY 


ARCATA, CALIFORNIA—Regional Offices: Atlanta, Chicago, Cleveland, Dallas, Kansas City, New York, San 
Francisco. Mills at Arcata, Eureka, Klamath, Korbel, California. Member California Redwood Association 


BUILDING PRODUCTS MERCHANDISER 


free! 


redwood 
information 


chart ”4 


‘““COMPARATIVE RATINGS’’ 


@ Here is the fourth in a series of 
practical and helpful wall charts de- 
signed by the Simpson Redwood Com- 
pany to help you sell more redwood, 
one of the most profitable lumber yard 
items. 


Redwood Information Chart No. 4, 
titled ““Comparative Ratings,” lists all 
of the common species of wood and 
rates the ten most important properties 
such as durability, strength, shrinkage, 
etc. Chart is 814” x 22” printed on heavy 
card stock. Other charts are “Grades 
and their Uses,” “Standard Nailing 
Practices” and “Standard Redwood 
Patterns.” 

For your free Information Chart just 
fill out coupon and mail. 

Watch for Simpson full-page, full-color 
ads in Saturday Evening Post, House 
Beautiful and American Home. 


Simpson Redwood Company 
Arcata, California 
Room 301 


Redwood Information Chart #4 
“Comparative Ratings” 


f r is Redwood Information Chart #3 [J 
“Standard Nailing Practice” 
| ee 
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Circle No. 23 on Coupon, page 118. 
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Redwood Sales 
Guide—Cont'd. 


RA\ 





ing the Consumer 





New Consumer Promotions 


This month the California Redwood Association be- 
gins a new series of simple, dramatic, full page adver- 
tisements in national magazines read by homeowners 
and prospective homeowners. The February schedule 
calls for ads in House Beautiful, House and Garden 
and Sunset magazines. The March ads, and four more 
on successive month, will be in full color. 

In addition, CRA plans full-page ads in special an- 
nuals and semi-annuals published by Better Homes and 
Gardens, House Beautiful and House and Garden. For 
the dealer wishing to localize this advertising, free re- 
prints are available from CRA for use near the Home 
Planning Center, estimating room, etc. 

In addition, there will be joint CRA-retailer adver- 
tising in a selected list of newspapers throughout the 


country. This will be the dealer’s opportunity to use 
free CRA ad mats to reach both builders and consum- 
ers interested in redwood. 

Direct mail leaflets, in color, are available at cost 
from CRA to send out with monthly billings or in spe- 
cial mailings. A ““Home Planner’s Edition” of the popu- 
lar CRA publication Redwood News will be available 
in mid-April for distribution to customers. 

CRA also has available at no charge to dealers 
counter cards and streamers merchandising redwood 
for gardens, information request cards. 

A new movie “The Forever Living Forests” can be 
booked to show where and how redwoods grow, how 
redwood lumber is produced and some of its uses. Many 
other films are also available from CRA. 


CONSUMER ADS are breaking this month to stimulate lumber dealer sales. 


In addition to magazines, some newspaper ads will run this year. 
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FINE CALIFORNIA HOMES DESERVE 
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The symbol | 
of liberty... 





the symbol 
of QUALITY ; | | MODERN MILL . . . HYDRAULIC BARKER 
REDWOOD 


in 1885 


when the Statue of Liberty 
was rising above New York 
Harbor to welcome future 
citizens with its message 

of hope, Union Lumber 
Company's first mill was 
being constructed on the 
Noyo River at Fort Bragg, 
California. 

Today with newly 
modernized plant and 
equipment, unsurpassed in 
the industry, backed by 
nearly three-quarters of a 
century's experience, Union 
Lumber Company is making 
NOYO the hallmark of 
quality in redwood. When 
your specifications call for 
the finest 


Certified K.D. 
Vertical grain 
Precision Milled 


send your order to NOYO 
and be sure. Mixed cars, 
and careful service that 
keeps true—‘‘once a Noyo 
Dealer —always.”’ 


MAIN OFFICE... “UNIVAC” 
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Union Lumber COMPANY 


MODERN SAWING TECHNIQUES 


+} 
¢ 


TREE FARMERS AND 
MANUFACTURERS 


FORT BRAGG 
CALIFORNIA 


San Francisco 
Los Angeles 
Park Ridge, Ill. 


SALES REPRESENTATIVES New York 
THROUGHOUT THE NATION 


ywaagwaw 


Member California Redwood Association NEW KILNS—UP-TO-DATE METHODS 


BUILDING PRODUCTS MERCHANDISER Circle No. 24 on Coupon, page 118. 





sition 


REDWOOD NEWS, published by CRA, 
will have a special edition for homeown- 
ers in mid-April. One of the illustrations 
is shown above. Much of the special is- 
sue will be in natural color to bring out 
the beauty of the wood. 


Redwoo 


BUILDER BOOKLET “Redwood Only" is 
brand new, scored a hit at the 1958 NAHB 
convention. A handy piece for salesmen's 
use on contractor calls or for mailings. 


Meetings for contractors are now 
being conducted by CRA through- 
out the midwest and east. At these 
meetings representatives of CRA’s 
promotional and technical divisions 
show films and color slides to in- 
form the builder of the many possi- 
bilities for improving structures 
and increasing the sales value of 
their homes with California red- 
wood. Much emphasis is given to 
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Redwood goes to school... 


* 





CALIFORNIA REDWOOD ASSOCIATION 








SCHOOL BUILDING is now a prime tar- 
get for the lumber industry. New |6-page 
booklet above shows how top architects 
are using redwood to build safer, more 
beautiful schools at surprisingly low cost. 


Newspaper Mats: ceneea: caroen uses 


OSE SLAUTITOL DURABLE 
. Redwood 
* 


FREE 10 tumnme osauies 


~ 
—_— 
BUILD TOUR 
PATIO BENCHES 
oF 
DURABLE |* 


Redwood 
atten, 


YOUR MAME HERE 


AD MATS available from CRA cover gar- 
den uses, paneling and siding, and red- 
wood fences. The three sets of mats fea- 
ture clean drawings, which should repro- 
duce well. Most of the illustrations are 
creative — they suggest clever uses of 
redwood to the customer. 


Sells the Builder 


%. 


MOVIES FOR BUILDERS are available from CRA. Above, Bil 


and research division shows one of the association's 


tractors. 


the proper selection of the grade 
for the job, proper application, 
finish and maintenance to gain the 
maximum value from the lumber. 

The list of sales tools for builder 
use shows understanding of the im- 
portance of this customer: 

e “Redwood Only’’—a new book- 
let first shown at the recent NAHB 
convention in Chicago. Prepared by 


February 


| Pratt of CRA technical 


15-minute presentations to con- 


a well known architect it is a folder 
designed to encourage more quality 
building. Charge for quantities. 


e A Builder’s Redwood File con- 
taining redwood data sheets of par- 
ticular concern to the contractor 
Charge, $1.00. 

e Nailing chart. The same chart 

(continued on page 119) 
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Redwood Sells 
Outdoor Living 





GARDEN REDWOOD is promoted in the 
from CRA. In 16 pages, many in color, 
furniture, is presented. 


The California Redwood Associa- 
tion has a complete package of 
sales tools designed for stimulating 
redwood sales for outdoor living. 
CRA’s goal is to encourage wider 
use of redwood for garden and patio 
structures, as well as furniture and 
other smaller ticket sales. 

To accomplish this they now are 
ready to deliver dealers copies of 
the 1958 edition of their popular 
booklet, “Garden Ideas from Cali- 
fornia.” Largely in color, this 16- 
page booklet shows redwood patios, 
fencing and contemporary furni- 
ture of quality and distinction. The 
dealer who thinks of a patio as just 
a simple overhead covering will be 
intrigued by the designing skill 
shown in this booklet. Integrated 
into the piece are outstanding ideas 
on tying in landscaping with out- 
door living. Here’s a booklet with 
strong appeal to women customers. 

A smaller folder ‘Redwood Fenc- 
es and Garden Structures” is also 
available. This piece would be ideal 
as a stuffer for statement mailing 
this spring. Samples of both are 
available on request. There is a 
small charge for quantities. 

There are many folders available 
for specific lawn and garden items. 
CRA has, for example give-away 
pieces on shelters and work centers, 
retaining walls, steps and raised 
beds, patio paving, plant supports, 
planter boxes and redwood garden 
furniture. Again samples are free 
and a small charge is made for 
quantities. The popular booklet on 
redwood garden furniture, for ex- 
ample is sold for $1.00 per hundred. 

Within the store two display piec- 
es can be ordered at no charge. 
There is an easeled display 11”x14” 
in color on garden redwood. A win- 
dow streamer 7”x21” is also provid- 
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1958 ‘Garden Ideas’ 


the latest in garden structures, fencing and 












booklet now available 








ed, which promotes redwood fenc- 
ing and structures for the outdoor 
living area, 

Many of CRA’s national and 
newspaper ads will feature garden 
redwood. Free dealer ad mats are 
available for local use. 

The California Redwood Associa- 
tion has placed great stress on out- 
door living because they feel it is 
one of the most economial methods 
available for adding more space at 
minimum cost. The frequent ex- 
pression by homeowners that “we 
just live in our backyard in sum- 
mer” suggests to them a tremendous 
market for both mills and dealers. 
Outdoor living, as described on page 
50 is a growing profit package that 
should not be overlooked 





ENVELOPE STUFFER in four colors from 
CRA features fences and garden struc- 
tures. Available with or without imprint- 
ing. 











From WILLITS REDWOOD 
PRODUCTS CO.—A CRA Mill 
—come the best buys in Redwood, 


size for size, grade for grade. 


Sold exclusively by HOBBS WALL, 


serving the industry for 93 years! 





HOBBS WALL 
LUMBER CO. 
se 


Hobbs Wall Building, 
2030 Union $t., San Francisco 
Fillmore 6-6000 « Teletype SF-761 


Circle No. 73 on Coupon, page 118. 
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youll do better GLAS 


with the one glass label everyone knows 








MILLIONS SEE IT IN MAGAZINES, and | MILLIONS SEE IT ON TV, and recognize | MAKE SURE THEY KNOW YOU SELL IT. L-o-F 


recall it when they need window glass. it when they come to your store. Every provides a host of display and merchandising aids 
Because the L’O:F label is seen over 100 other Saturday evening, the Perry Mason _ to help identify your store with the best glass sold. 
million times a year in national magazines, | TV show focuses attention of 20 million They mean business when you use them! Ask your 
every year. people on the powerful L-O°F trademark. L‘O‘F Distributor to order some for you. 


“EASIEST GLASS TO CUT,” SAY DEALERS. 28 out of 30 deal- 
ers who took a blindfold test, picked L‘O’F as the easiest 
glass to cut . . . with fewer crooked breaks, less waste, more 
profit! That’s because longer annealing makes it less brittle. 


specify L?O*F WINDOW GLASS every time you order! 


LIBBEY°-OWENS:-FORD a Gnueat Name in Glaso 


TOLEDO 3, OHIO 


BUILDING PRODUCTS MERCHANDISER Circle No. 25 on Coupon, page 118. 





A COMPLETE FIREPLACE UNIT that can be installed in only a 
few hours and requires no foundation alterations or masonry is 
announced. Attractively styled, the Temco fireplace is made of 
corrosion and heat-resistant materials, including an all stainless 
steel flue lining. It is approved by UL for installation directly 
against any combustible material, states maker. Fireplace fas- 
tens flush against the finished wall to studding; chimney sec- 
tions extend through the roof where the chimney housing is 
flashed in place. Temco, Inc., Dept. AL, 4101 Charlotte Ave., 


Nashville, Tenn. 
Circle No. 201 on Coupon, page 118. 




















THIS HEAVY-DUTY SABRE SAW cuts 
right up to a wall, says manufacturer. 
It can do the work of a rip or cross 
cut saw, hand saw, keyhole or jig saw, 
it is said. Cuts intricate patterns in 
wood, metal, composition board, rub- 
ber, leather, plastics, laminates and 
veneers. Cuts through a full 2" of 
lumber. It's fast cutting, 3,300 strokes 
per minute with long blade life due to 
its long ¥"' stroke, says maker. One 
screw for quick blade change with 21 
blades available. Stanley Electric 
Tools, div. of The Stanley Works, Dept. 
AL, III Elm St., New Britain, Conn. 
Circle No. 204 on Coupon. page 118. 
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A NEW STEEL STAKE BAR to go with its new steel stake is an- 
nounced by the manufacturer. The bar is a steel unit, which 
offers six positions for holding steel stakes in positive distances 
apart — distances varying in multiples of 2'° — from 16" to 24" 
and is particularly adopted to low wall forming. The stake is 
being marketed in the following sizes: 12", 18", 24", 30", 36" 
and 42". Its flat surface with nail holes spaced one inch apart 
make it easy to drive and nail firmly with no possibility of roll- 
ing, says maker. A pullout hole at top permits fast removal 
Symons Clamp & Mfg. Co., Dept. AL, 4249 W. Diversey Ave. 


Chicago 39, Ill. 
Circle No. 202 on Coupon. page 118. 


FOLDOOR PEERLESS is a new 
fabric-covered, residential Fol- 
door with heavy frame construc- 
tion for interior doors and room 
dividers where extra rigidity is 
desired. Narrow profile 5!/2" 
wide when stacked, fits within 
the jamb of interior walls. Small 
stacking space is required, only 
1/4" for each foot of door open- 
ing, it is said. Choice of sup- 
ported vinyl fabric is offered in 
soft Tweed-Tex colors and vinyl- 
coated Mist Grey banjo cloth, 
which is paintable. Holcomb & 
Hoke Mfg. Co., Inc., Dept. AL, 
1545 Van Buren St., Indianapolis 
7, Ind. 


Circle No. 203 on Coupon, page 118. 


A NEW NARROWER STYLE of alumi- 
num siding is called Lifeguard Double 
4 because each strip is approximately 
half the height of standard 8" hori- 
zontal aluminum siding. The new item 
is available in nine colors—all spray- 
coated baked enamel. Photograph 
above shows a comparison with stand- 
ard height aluminum siding. The manu- 
facturer makes a complete line of 
aluminum siding, including vertical and 
standard horizontal. Lifeguard Indus- 
tries, Inc., Dept. AL, 2425 Gilbert Ave., 
Cincinnati 6, Ohio. 
Circle No. 205 on Coupon, page 118. 
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CALLED CUSHION-EZE UNDERLAYMENT, a new foam-cushion material permits most types of 
flooring tile or sheet goods to be laid right over existing resilient floors (left), it is said. For 
most installations, it requires no extensive preparation of the subfloor and no plywood or hard- 
board base is needed, says maker. When either sheet goods or tile is installed over Cushion-Eze 
Underlayment (right), the floor is given a combination of greater comfort and underfoot quiet. 
Available in roll form, 36" wide. Armstrong Cork Co., Dept. AL, Lancaster, Penna. 

Circle No. 206 on Coupon, page 118. 


New Product Roundup 


SPECIAL SECTION 























AN EASILY FABRICATED COMPONENT, 
plywood box beams are one or more 
vertical plywood webs with lumber flanges 
attached along their top and bottom 
edges. They may be fabricated with nails, 
these. Plywood box beams can be designed A DISTINCTIVE WALL COVERING, Gruvwood is specially laid 
to carry loads across spans that range up plywood or hardboard bonded to cloth and then “gruved" 
up to 100°. They may be designed to with the V shape cut going through the material down to the 
bolts or glue, or with combinations of cloth. The cloth acts as the hinge making the material flexible 
camber, curve or taper. These beams are in both directions. It can be used as a full wall covering on 
said to be particularly suited to dwellings flat, convex, or concave surfaces. Ideal for wainscot, columns, 
as ridge and floor beams, lintels and rafter trim and as a wall treatment for accent areas. Various cuts are 
supports. Douglas Fir Plywood Assn., Dept. available to give different effects. Sheet size is 24" square ready 
AL, Tacoma 2, Wash. to be applied to wall with adhesive. National Products, Inc., 
Circle No. 207 on Coupon, page 118. Dept. AL, 900 Baxter Ave., Louisville, Ky. 
Circle No. 208 on Coupon, page 118. 


BUILDING PRODUCTS MERCHANDISER 





FOR 


EASY SALES 
AND 


QUICK PROFIT 


DISPLAY... 





PLUS 
the complete line of 
TURNBUCKLES 
packaged 
Bright Wire Goods 


Ask your distributor or write to 


BOX 333, MICHIGAN CITY, INDIANA 
FACTORY: GRAND BEACH, MICHIGAN 


“One good turn (buckle) deserves another" 
Circle No. 74 on Coupon, page 118. 
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Lawn & Garden 





FD ee , 
Mark XXVI Gard 

The Mark XXVI is a 6’ long, four- 
wheel machine powered by a gasoline 
engine, having a rotary mowing blade 
suspended under the chassis, which 
cuts a 26” swath. Airplane-style 
grouped controls provide five forward 
speeds, plus neutral and_ reverse, 
through the Speedmatic transmission. 
A cut selector makes it possible to ad- 
just height of cut instantly in \4” 
increments from 1144” up to 3%”, says 
maker. The 36-pound engine has an 
11 cubic-inch displacement. Porter- 
Cable Machine Co., Mower Div., Dept. 
AL, 700 Marcellus St., Syracuse 4, 
ee a 

Circle No. 209 on Coupon. page 118. 


Mows a Wide 5' Path 


Wood Bros. Mfg. announces a new 
rotary mower, Model 59C, for mount- 
ing under the International Harvester 
Cub. A similar mower, Model 59CL, 
mounts under the International Har- 
vester Cub Lo-Boy. Ideal mowers for 
parks, estates, etc., each mows a 5’ 
swath utilizing three staggered blades 
for a clean cut. Side skids to prevent 
scalping are standard equipment. The 
59s have a one-piece frame of heavy 
gauge steel plate. One belt operates 
the three blades with easy belt adjust- 
ment accomplished on a take-up with 
two idlers. Wood Bros. Mfg. Co., Dept. 
AL, Oregon, Ill. 


Circle No. 210 on Coupon, page 118. 


Starter Units 


To establish a new rose and shrub 
department or to expand an old one, 
all you need do is order one or more 
Starter Units. Each unit contains an 
assortment of roses and shrubs. All 
are packaged in eye-catching foil with 
pictures of the plant in bloom on the 


label plus planting instructions. The 
merchandise is displayed in a special- 
ly constructed metal rack, which holds 
96 plants with ease and uses only 9% 
square feet of floor space. Frequently, 
the firm’s salesmen also help dealers 
put on clinics and garden shows. C. R. 
Burr & Co., Dept. AL, Manchester, 
Conn. 
Circle No. 211 on Coupon, page 118. 
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Gate Made of Alsynite 
A novel swing gate of Alsynite Flat 
panels adds decorative beauty to the 
home garden. Multi-colored, translu- 
cent fiberglass panels, easy to saw and 
work with, fit the black-painted, wood- 
en frame to provide desirable privacy 
in a lightweight gate. Alsynite is also 
available in Corrugated and Steplap in 
a wide variety of modern decorator 
tones. Corrugated Alsynite may be 
used to roof an enclosure and brighten 
an otherwise dark green garden cor- 
ner with soft, diffused light. Alsynite 
Company of America, Dept. AL, 4654 
De Soto St., San Diego 9, Calif. 
Circle No. 212 on Coupon. page 118. 


Living Room on the Grass 

The new Wallace pre-assembled 
Screen House provides a room with 
a view, where you can entertain, dine 
or sleep. Sturdily built with all- 
aluminum frame, it has a smart green 
canvas canopy. It comes in fully pre- 
assembled sections, opens like an ac- 
cordion on its full-length piano hinges, 
has weather-resistant screening and 
features double doors to provide plen- 
ty of room for bringing in large trays 
and moving furniture in and out. Sets 
up in minutes, says maker. Wallace 
Products, Inc., Dept. AL, N. Creek 
Rd., Mount Ephraim P. O., Bellmawr, 
N. J. 


Circle No. 213 on Coupon, page 118. 


February 17, 1958, AMERICAN LUMBERMAN AND 





NOW AVAILABLE 
Tew VEO TRUSSED RAFTER DESIGN BOOKLET 


AWARD WINNING 
24-PAGE BOOKLET 
CONTAINS .... 


— TWELVE typical TECO 


Lawn-Boy Loafer ; 
trussed rafter designs. 


Leading the 1958 Lawn-Boy line is 
an 85-pound, direct-drive, riding-lawn- ; 
vehicle, called the Loafer. It is capa- — COMPLETE DATA to build, 
ble of carrying a 250-pound rider up assemble, ship and erect 
a 35° grade with its specially de- economical TECO trussed 
signed two-cycle engine, says maker. rafters, using 
It features 4” wide pneumatic tires —_ 
and the adjustable driver’s seat is a 


located ahead of the engine. Its single a WEDGE é FIT 


control, forward-neutral-reverse trans- 
mission simplifies operation. Besides a 

the Loafer, the 1958 Lawn-Boy line | RING ‘> CONNECTORS 
includes the 21” and 18” Automower, | 
the 21” and 18” De Luxe, the 18° | iii TIMBER ENGINEERING COMPANY 
Economy and the 18” Electric. Lawn- | ATTENTION —Retail ae adel ha dnt waihinabent te: @ 


Boy, Div. of Outboard Marine Corp., al Sinead A 
Dept. AL, Lamar, Mo. ee ee Please send FREE copy of “Design and Use of TECO 


Circle No. 214 on Coupon, page 118. sociations .. . Write Trussed Rafters.” 
for details on FREE 


TECO truss fabricat- Name 
ing demonstration Firm 














for your next meet- Sireet 


City 








~ 
Here's the one thar 
[dew SHRINK Double tool sales 


7 
This modern plastic in with 


i = y : powder form makes 
y lasting repairs in tile, 
Tahitian Torches wood or plaster. Pays STA N L E Y 


Made of steel in a conical shape, dealers a bigger profit. 


Tahitian Torches are 12%” high. A ILL NOT SHR SELLS BETTER because 
replaceable wick of long-burning cot- ¥ INK’ it WORKS BETTER. VIT00, 
STICKS AND STAYS pir if 
a | 








ton fiber draws fuel from the tank. 
Two quarts of kerosene last for 20 ee 
hours of service. The wick holder, me \ ~ 
which lifts off to permit filling; the ' J > 
wick cover, which also serves as flame OT pr | 
snuffer; and the base retaining ring 
are heavily brass plated. Available Most dealers report: 
with a black, two-piece pole, pointed “Our sales of — 
at the bottom so that it may be in- = go “see 
serted into the ground to hold the a Toe ow ; 
rte nit aglow sinter ‘ doubling, year after DONALD 
torch upright. SayresCrest, Inc., Dept. year.” Wrat's more, DURHAM 
AL, 3674 4th Ave., South, Seattle 4, Durham’s Rock- C promod } { 
Wash. Hard Water Putty Des Moines, | Mr. J. L. Miller of Miller 
ives you by far the ay lowa. Bros. Hdwe., Pomona, Cal., 
con eden of this says, “Our customers remark 
oro: s | re a : > : 
nature. Use it yourself, and you'll quickly how easy it is to find the tools 
they want, and this explains 


Introduces a New Design see why it sells so fast, and repeats so regu- f 
larly. Many patching materials may shrink, a nice salesincrease in our tool 


Swivel Boy, a new rotary power fall out or chip off. Durham’s Rock-Hard department since we installed 
mower, incorporates the use of two Water Putty does not shrink. Absolutely Stanley PROFITOOL.” 
steel swivel wheels and one large rigid _ ycor shpey a — bape ry ae - Double your tool sales 
Shaol Wi; ‘oe ilhaged res tare ga ti chisel it, paint or polish it to a velvet smoo ‘ send : 
camiad Mths aiieor toate poly _ finish. Easy to use, Keeps indefinitely. So re —— : meg ik eer 
5 ’ ~ Tt P “ss economical. Just mix with water as A post card saying Profitool, 
be changed without lifting or pulling needed. « Packed twelve 1-lb. cans or six to Stanley Tools, New Bri- 
and a complete 360° circle can be 4-lb. cans to case. Keep some of each on dis- tain, Conn., brings details by 
made for trimming around trees and lay. Available in 25, 50, 100-lb. drums for return mail. Do it now. 
shrubbery, says maker. Counter bal- industrial users. Order from your jobber. 
ance design eliminates scalping even The PLASTIC Repair Material 


on high crowns, it is said. Other fea- i 
(continued on page 90) in POWDER Form 








Circle No. 215 on Coupon, page 118. 


Circle No. 76 on Coupon, page 118. Circle No. 77 on Coupon, page 118. 
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...NeW look appeal 


\ 
\ 
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High-fashion styling 
for high dealer profits 


Now there’s a new, exciting look in 
ceiling tile—a look that wins cus- 
tomer approval, opens customer 
pocketbooks. It’s NU-woop’ Deco- 
rator Tile—an insulating board tile 
of classic beauty with a simulated 
fissured marble pattern that sug- 
gests expensive, decorator-designed 
ceilings. But with all its smart 
styling, NU-woopD Decorator Tile 
puts beauty on a budget your cus- 
tomers will like. You get more profit 
from your tile sales because NU-WOOD 
Decorator Tile upgrades your cus- 
tomers from plain, undecorated tile. 
Customers choose NU-woopD Decora- 
tor Tile on sight—it practically sells 
itself. It’s just another example of 
the way NU-woop brings you better 
ceiling tile products for better profits. 


lf you haven't seen this NEW, EXCITING Ceiling Tile... 
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ing tile 


valor TILE 


NEW! 


Decorator touch 


adds ceiling beauty! The simulated fissured 
marble design of NU-woop Decorator Tile 
was developed by a leading designer, color- 
selected by nationally known Rahr Color 
Clinic to meet today’s new trend in deco- 
ration. NU-woop Decorator Tile opens new 
vistas, permits the ceiling to play an impor- 
tant part in the whole decorative scheme. 


NEW! 


Beautiful, two-tone 


fissure design is a brand-new note in deco- 
rative ceiling tile—suggests expensive 
decorator-touch, yet is so economical. This 
more appealing tile has won immediate 
approval and acceptance in customer- 
market testing. 


ee ee 


NU-woopD Decorator Tile has special 
flame-resistant finish, meets commercial 
standards CS42-49 for Class F flame-resist- 
ant finishes—an added sales feature, espe- 
cially in commercial and institutional 
applications. Wood Conversion Company, 
Dept. 120-28, First National Bank Build- 
ing, St. Paul 1, Minnesota. 


call your NU-WOOD Distributor or Representative NOW! 
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STA NTE FY Electric 


Tools 


“| expect a lot 
of calls this 


Lawn & Garden 


(continued ) 











"Stanley’s new 
heavy-duty Sabre Saw’”’ 


‘I've had plenty of calls already but the way Stanley has been promot- 
ing the new Sabre Saw to consumers and professionals through na- 
tional advertising, I expect an even greater demand this spring!” 

It’s true! Widespread advertising is continuing to create a definite 
preference for Stanley’s new Sabre Saw. But the most important reasons 
why more and more dealers are stocking and selling the H75 lie in its 
proven features. Compare them and see! Stanley Sabre Saws have more 
wanted advantages per ounce than any other make. 


@ CUTS 2-INCH LUMBER e@ COOL, COMFORTABLE 
plywood, molding, sheet HANDLE gives precise 
metal, plastics control 
CUTS FLUSH to the wall e EXCLUSIVE COUNTER- 
CUTS FAST with 3300 WEIGHT DESIGN checks 
long strokes per minute vibration 
POWERFUL CHIP HEAVY-DUTY STANLEY 
BLOWER keeps cutting MOTOR for years of 
line clear dependable service 


The H75 with 3 blades, still retails for only The H775 Kit—$69.95—in- 
$54.50—complete in striking display package. cludes saw, 8 blades, rip- 
Your customers receive free ripping guide ie ome. pig haem 
til April Ist! Contact your distributor today. for professionals! 


AMERICA BUILDS BETTER AND LIVES BETTER WITH STANLEY 


STANLEY 


This famous trademark distinguishes over 20,000 quality products of The Staniey Works—hand and electric 
tools + drapery, industrial and builders hardware * door controls + sluminum windows » stampings « springs 
coatings + strip steel - steel strapping— made in 24 plants in the United States, Canada, England and Germany. 





tures included are front and side trim 
and handle-bar starting. Available in 
three sizes, 18”, 21” and 24” cuts. 
Seminole Mower Co., Dept. AL, 471 S. 
Water St., Decatur, III. 

Circle No. 216 on Coupon. page 118. 


The Homko Thunderbird 


Called the Thunderbird, the Homko 
heavy-duty 22” model is a mower and 
trimmer in one. It can be operated in 
high gear for normal mowing and in 
low gear where there are inclines or 
tall, tough grass to cut. A full range 
of speeds in both high and low gear 
is accessible from the new fingertip 
throttle, which also controls engine 
choke and stop. The mower is free 
wheeling in neutral. Other features in- 
clude a 2% hp, 4-cycle Briggs & Strat- 
ton engine and a side discharge chute 
Western Tool & Stamping Co., Dept 
AL, 2725 Second Ave., Des Moines 13, 
Iowa. 

Circle No. 217 on Coupon, page 118 
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PIERCE ENS 


Green Thumb Broom Rake 


New Green Thumb broom rake 
achieves very light weight and great 
flexibility along with unequalled 
strength by forming the teeth from 
continuous loops of clock-spring steel, 
maker says. Latest improvements in 
Green Thumb small garden hand tools 
include new, overall bright-steel finish 
on all tool heads, new forged drop 
shank on trowels and two new tools, 
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a scufe hoe and crabgrass weede: 
Latter tool lifts out crabgrass and 
weed clumps by a rocker action. The 
Union Fork & Hoe Co., Dept. AL, 500 
Dublin Ave., Columbus 15, Ohio. 
Circle No. 218 on Coupon, page 118. 


Does the Work of Six Men 


Called the Handyman Brush Cutter, 
this new gasoline driven machine is 
versatile and easy to operate. Designed 
specifically for the individual who 
needs to clear and maintain property, 
the Handyman cuts clearing costs, 
fatigue and headaches by doing the 
work of six men, says maker. Driven 
by a fast-turning 2.8 hp engine, the 
Handyman features a V-belt drive and 
automatic clutch. A grass and weed 
cutter attachment, pictured above, 
closely trims the tallest grass and 
weeds. Southworth Machine Co., Dept. 
AL, 30 Warren Ave., Portland, Maine. 

Circle No. 219 on Coupon. page 118. 


The Suburban 


Named the Suburban, a new low- 
priced riding lawn mower answers the 
need for a smaller riding mower that 
can be used on all lawns, announces 
maker. This compact mower is 42” 
long, 25” wide and 32” high and 
weighs in, for shipping, at 180 pounds. 
Handling ease is assured with auto- 
motive-type steering and the inside 
turning radius is only 28”. Cutting a 
full 24” swath, the mower has adjust- 
able cutting height from 1%” to 244” 
with a trim ability of 4%”. It is pow- 
ered by a 3 hp 4-cycle engine. Bolens 
Div., Food Machinery & Chemical 
Corp., Dept. AL, Port Washington, 
Wis. 

Circle No. 220 on Coupon. page 118. 
(continued on next page) 
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STEELMASTER 


The Finest Hammer Ever Made 


Here’s why: 
Tempered rim minimizes chipping. An exclusive Stanley feature! 
The rim of the striking face is induction tempered to mini- 
mize chipping. 

Locked-on head. The head is permanently locked to the handle. 

It will never come loose. Ns 
Chrome alloy handle. Special chrome alloy steel handle will 
not break! It flexes a little, it absorbs vibration, but it will 
not break. Chrome plating prevents rust. 

Contoured grip. Neoprene forms a non-slip, cushioned grip. 
And it won’t mar, so the butt end can be used to tap work ~ 
into place. 


Stanley STEELMASTER available in 5 models Ee 
Order Unit ST6 with 4 No. ST1%, 1 No. ST2 and 
1 No. STI%2A, and this merchandiser is shipped 
with your order absolutely FREE! Ask your whole- 
saler now! 

With Curved Claw With Ripping Claw 

STI 20 oz. $5.25 list STIA 20 oz. $5.25 list 
ST1% l60z. 4.99list STI“%A 160z. 4.99 list 
ST2 13 oz. 4.99 list 


STANLEY TOOLS 
Division of The Stanley Works, New Britain, Conn. 


AMERICA BUILDS BETTER AND LIVES BETTER WITH STANLEY 


STANLEY 


This famous trademark distinguishes over 20,000 quality products of The Staniey Works—hand and electric 
tools + drapery, industrial and builders hardware » door controls » aluminum windows + metai parts » coatings - 
steel and stes! strapping—made in 24 Stanley plants in the United States, Canada, England and Germany 


Circle No. 28 on Coupon, page 118 





LUMBER MAP 


OF FINE 


NORTHERN 
HARDWOODS 


For more than half a century Northern 
Woods have been recognized for their 
high quality and satisfactory service. 
Today's products of the Northern region 
are better than ever—well-manufactured, 
accurately graded, properly dried. Con- 
sult the firms on this column for your re- 
quirements in all Northern Woods 





*+J, W. Wells Lumber Co. . . Menominee, Mich. 


Hard Maple and Ock “flooring. Strip, Herringbone, 
Block patterns. Custom kiln drying. Upper grades 
Hord Maple and sirch lumber, rough. 





: Marshfield & Park Falls 
*Roddis Plywood Corp. . Winssasin 
Roddis Lbr. & Veneer Co. of Mich., Ironwood, Mich 
Roddis Lb. & Veneer Co., Ltd 
Savit Ste. Marie, Ontario, Can 
Complete stock N. Hdwds., Hemlock, W. Pine, Ce 
dar Prod., Maple, Birch, Fig. Hdwd. Ven‘r’d Doors 
Plywd. Modern Dry Kiln facilities 





* Subsidiary of 
Goodman Lumber Co... cojumet & Heclo, Inc 
Sales Office: GOODMAN, WISCONSIN 
Mills at: Goodman, Wisconsin and Mohawk, Michigan 
Northern Hardwoods, Hemlock, White Pine and Boss 
wood, Hardwood Dimension, Planing Mill, Dry Kilns 
Rotary Cut Veneers 





*Copeland Lumber Co...... . Chicago, Ill. 
Mills—Marquette and Newberry, Michigan 


Sales Office — CHICAGO — 228 N. La Sallie St 
Hardwoods. 


Planing Mills and Dry Kilns 





tMember Maple Flooring Mfrs. Assn 


*Member Northern Hemlock & Hardwood Mfrs. Assn 





Circle No. 78 on Coupon. page 118. 








Windows 





Town and Country Window 


The new Town and Country Window 
is Malta Mfg. Company’s answer to 
smart home styling featuring small 
panes. The thin, trim design lets in 
more light and there’s no parting rail 
to obstruct view or passage of air, 
explains Malta. Sash adjusts instantly 
to any desired position up to 100% 
ventilation, it is said. The Malta Mfg. 
Co., Dept. AL, Malta, Ohio. 

Circle No. 221 on Coupon. page 118. 


Has Removable Muntins 


The new Etling casement window, 
featuring small panes, is a two-tone 
window constructed of ponderosa pine 
and treated redwood, which is ex- 
posed to the weather. Its muntins, 
which snap into position, are remov- 
able for easy maintenance of the win 
dow. Its storm sash features small, 
diamond-shaped, leaded lights. Etling 
Window, Dept. AL, Barberton, Ohio 

Circle No. 222 on Coupon. page 118. 


Trend to Small Panes 


Adds Diamond-Shaped Lights 
Joining the trend to small panes, 
Carr, Adams & Collier has added 
diamond-shaped lights to its full line 
of Bilt-Well casements, available in 
various sizes and styles. Carr, Adams 
& Collier Co., Dept. AL, Dubuque, 
Iowa. 
Circle No. 223 on Coupon, page 118. 


Dealer Aids 


Store Fixture Plans: the working 
blueprints for each of the display 
fixtures in the Profit-Maker Show- 
room are available from American 
Lumberman for $8.75 each. 


Financial Advisory Service: free, 
confidential comparison of your 
profit and loss statement with in- 
dustry averages. 


Crestline Adopts New Trend 


Small diamond-shaped lights are a 
new feature of Crestline casement 
windows (shown above). The new 
style lights are also available on the 
Crestline removable Slideby window 
units. The Silcrest Co., Dept. AL, 100 
Thomas St., Wausau, Wis. 

Circle No. 224 on Coupon, page 118. 


ADservice: professional copy and 
layout ideas and illustrations, in mat 
form, for use in the preparation of 
your local advertising. 


Compensatory Pricing: a practical 
new method for more profitable re- 
tail pricing of building materials 
and services sold to consumers. 
Available in booklet form. 50¢ 


(Write A. L., 139 N. Clark, Chicago, Ill.) 
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They may look alike, but... 


Window Has Stacking Feature 
A stacking feature, which permits 
one or more windows to be stacked on 
top of another without using mullions 
or other parts, is said to make the 
Rolite basement window an ideal util- 
ity window. Windows for opening 
heights from 30” to 69” or greater 
are available by stacking the windows 
in combinations of two or more of the 
three standard sizes, 32%” x 15”, 
32%” x 19” and 32%” x 23”. Con- 
structed of heavy gauge steel and be- 
ing modular, they are ideal for stand- 
ard brick or block construction per- 
mitting consistent 2” sills, it is said. 
Rolite Mfg., Inc., Dept. AL, Newell 
and Cambria Sts., Lancaster, N. Y. 
Circle No. 225 on Coupon. page 118. 





There's 


ORANGEBURG ........ 


Removable Muntins ; a ; aoventiseo in 
. c ¢ Cals, ¢ ) e may < allK 
Removable muntins are a new fea- Like black cats, all bituminc us pipe may look alike... L| F 
ture for the full range of Pella win- but there’s only one genuine Orangeburg. 
dows. These optional window acces- 


sories are available to fit Pella wood It’s the quality not the color that has made Orangeburg ” 
casement, Multi-Purpose and _ the THE brand name in bituminous pipe. 
newly introduced Twinlite awning- ‘ 


type windows. The removable muntins Be sure you deliver Orangeburg quality on every job. Biot 

are available in two types: horizontal ; : 

and multi-pane. Made of clear, toxic- 

treated Western Pine, the muntin bars O , a . 

" 2 > nly an re ange M4 + Sailer Cé 

are steel-pinned at intersections and y authorized Orangeburg Pipe Wholesaler can 

can be removed in one piece. Bars are supply you with the genuine Orangeburg brand. Make Exclusive Orangeburg 

set inside sash by a simple ball-and- ; . ‘ ‘ pe ‘ste : 
sure you get it. . . look for the name ange 7 Fittings, featuring 

socket arrangement. Rolscreen Co., ’ g eats for the name “Orangeburg Taperweld Joints, 

Dept. AL, Pella, Iowa. on pipe and fittings. simplify instal- 

lation. 


It’s your assurance of satisfied customers. 


Circle No. 226 on Coupon, page 118. 
tinued xt 
(continued on next page) | ORANGEBURG MANUFACTURING CO., INC., Orangeburg, N. Y., Newark, Calif, 





More Dealers Than Ever 


parse ORANGEBURG ~ ORANGEBURG 
AMERICAN LUMBERMAN 








BUILDING PRODUCTS MERCHANDISER Circle No. 29 on Coupon, page 118 





Windows 


(continued ) 





Replacement Primary Window 


Now ready for the home-repair and 
remodeling trade, a new all-aluminum 
double hung replacement primary win- 
dow solves the problems of worn-out 
windows, says maker. This window is 
designed to fit any standard opening, 
no matter how warped, it is said. It is 
contained in a single track of a con- 
ventional double hung window. A tri- 
ple wedge automatic cast latch fea- 


| 





What's Your Answer? 


(Answers on page 103) 


Which combination door has its 
own self-storage compartment for 
the handy storing of its storm or 
screen inserts? 


In joining the swing to compon- 
ents, what new product was intro- 
duced by Andersen Corp. at the 
recent NAHB show? 


Name three big-name stars who'll 


tures positive action locking for par- 
tial or full ventilation. 
25 S. Forge St., 


Dept. AL, 2% 
Ohio. 


Circle No. 228 on Coupon, page 118. 


White Storm Windows & Doors 

White permanently enameled self- 
storing aluminum storm windows and 
doors now are available. The new 
Perm-Enameled storm windows and 
doors offer the homeowner all the 
convenience of self-storing aluminum 
storm enclosures with the additional 
sales feature of a permanent white 
baked enamel finish that will not peel, 
crack, chip, or dull and requires no 
repainting, states maker. Security 
Sash & Screen Co., Dept. AL, 20096 
James Couzens Hwy., Detroit 35, 


Mich. 


| 
| 
| 


be helping you to sell more Celo- 
Alsco, Inc., tex building products in °58. 
Akron 8, ‘ 
How much profit does a Pennsyl- 
vania dealer find in a precut gar- 
den tool house? 


What two fast-moving, profit- 
building items for spring now are 
offered by Reynolds Aluminum? 


How did a New England dealer 
stimulate power mower sales? 


Which lockset now is available in 
two-tone combinations such as 
brass and black or bronze and 
chrome? 


What is the purpose of the Retail- 
er’s Redwood File? 


Name seven uses for Ger-Pak film, 
which can spark volume sales. 


What two sales methods used by 
O’Malley’s help that firm to sell 
screening by the carload? 
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Versatile! Lo Meee Co 
Handsome! Ad justa- -[ otis 


THE NEW 
| METAL CLOSET 
RODS... 





e If you’ ve been looking for a stronger, 
easier to fit closet rod ... Lo Man Co’s 
new Adjusta-Rods are your answer. 
Stronger because they’re made of 
heavy gauge steel tubes with com- 
»letely welded seams. Easier to fit 
Cooma they’re supplied with mount- 


f b h ing plates and they’re adjustable in 
or of width for closets up to 96” wide. (See 
photo at left) 
NEW CONSTRUCTION An improved product made by the 
AND REMODELING 


manufacturers of Famous Lo Man Co 
Aluminum Ventilating Louvers. 

* LOW IN COST 

* EASY TO INSTALL 


Available in 
FOUR ADJUSTABLE MODELS 
@MODELRI6 . . . . 16” to 26” width 
MODEL R26 . . . . 26” to 42” width 
* WILL NOT SAG ements R42... . 42” . 72” width 
EVEN UNDER @MODEL R56 .. . . 56” to 96” width 
| models furnished with either 1 
HEAVY LOADS ——_ 
Ask your jobber or dealer... or write today for information 
Louve MANUFACTURING COMPANY 
3603 WOODDALE AVE. e MINNEAPOLIS, MINN, 
Circle No. 30 on Coupon, page 118 
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ALL YOU WEED 1S THE OWE “GJERDE” 
“Guard” POWER SAW FOR ANY JOB! 


B. S. A. Approval No, 4231 — Approved by the State of New York 


16”’ blade, 6”’ cutting height, 3HP, 3Ph motor...cuts every 
kind of angle, joinery work, mitery, groove ~- cross cuts 
at all angles, slants 45 degrees for oblique cuts. 

Light weight only 300 lbs. - maximum width 27 1/2”’. 

For further information send for free illustrated brochure. 


Auburn Fishhook Company, Inc. 
**Guard’’ Saw Division 
Auburn, New York 
Sales Limited to N. Y. State Temporarily 
Circle No. 31 on Coupon, page 118 
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Projected Window 


New UALCO Intermedi- 
ate Projected Window has 
integral drip cap on all 
project-out vents. Avail- 
able with tubular or solid 
ventilators. Southern Sash 
Sales & Supply, Dept. AL, 
Sheffield, Ala. 


Circle No, 229 on Coupon, page 118 


Four New Windows 


New single and double 
hung windows are. de- 
signed to meet AWMA 
specifications DH-Al and 
DH-A2. Two windows in 
each type are offered. Stan- 
ley, Dept. AL, 1890 N.B. 
146th St., No. Miami, Fla. 


Circle No. 232 on Coupon, page 118. 


They Lock Together 

New Fabrow Unilock 
stacking windows lock to- 
gether. Milled to a locking 
pattern, units fit together 
in a variety of arrange- 
ments. Fabrow Mfg., Dept. 
AL, 7208 Douglas Rd., 
Toledo, Ohio. 


Circle No. 230 on Coupon. page 118. | 


Plastic Window 

Called Reso-Lite-Vents, 
new metal and plastic win- 
dows come preassembled 
with either aluminum or 
steel frames in a variety 
of sizes. Panes are plastic. 
Resolite Corp., Dept. AL, 
Zelienople, Penna. 


Circle No. 231 on Coupon, page 118 


(continued on page 98) 
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Solves Identification Problem 





What do you do when your salesroom is set a long 
ways back from the road on an ill-lighted street? Vad- 
nais Lumber Co., Springfield, Mass., solved this prob- 
lem by spelling out the name of its firm in letters 
two feet high. Luminous paint was used so that the 
letters shine at night when reflected by car lights 
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the specified 
masonry reinforcement 


preferred 
EVERYWHERE! 





Slim 
steel rods 
embed in 

mortor 


joints. 


All segments of the building industry depend on 

Dur-O-waL masonry wall reinforcement. This fab- 

ricated, high tensile steel reinforcing member scores 

on performance . . . safeguards masonry beauty. 

Available throughout the continent Dur-O-waL is 

ready for delivery to your building sites to provide 
hidden quality for superior 
construction. 


TRUSSED DESIGN 
BUTT WELD 
S\: 


FORMED RODS 
— 7 


liits:elacywe 


Rigid Backbone of Steel For Every Masonry Wall 


Dur-O-wal Div., Cedar Rapids Block Co., CEDAR RAPIDS, IA. Dur-O-wal Prod., 
Inc., Box 628, SYRACUSE, MN. ¥. Dur-O-wal of II/., 119 N. River St., AURORA, ILA. 
Dur-O-wal Prod. of Ala., Inc., Box 5446, BIRMINGHAM, ALA. Dur-O-wol 
Prod., Inc., 4500 E. Lombard St., BALTIMORE, MD. Dur-O-wal Div., Frontier Mfg. 
Co., Box 49, PHORNIX, ARIZ. Dur-O-wal, Inc., 165 Utch St., TOLEDO, OMIG 





Circle No. 32 on Coupon, page 118 
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CAUSED THE REVOLUTION IN ROOFING 


251 million of these automatic shingle seals are now at work proving that 


Bird Wind Seal Shingles are the “hottest” roofing product in the industry. 


Bird Wind Seal Shingles sell faster because : 


1. They're tested to stay sealed down in hurricane 
winds of 80 M.P.H. 


>! 


2. They have FHA acceptance for 2” in 12” roof 


pitch without special cementing. 

3. Spaced seals allow for drainage 
trouble. 

4. They're packaged ready to use; no pulling 
apart, no tearing; each shingle face up in pack; 


prevent 


no extra labor costs. 

5. There’s no hand sealing; cement is factory ap- 
plied; no smearing or dripping; adhesive does not 
shatter to soil roof. 

6. The sun “Spot welds” the roof down at over 
19,000 points on the average home. 

7. They're made for long life with double surface, 
thick butt Masterbilt construction 
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8. They're available in a beautiful range of wanted 
colors. 

9. Reroofing prospects ask for them because 
Bird Wind Seals are advertised month after month 
in full color in the Saturday Evening Post and 
demonstrated by Dave Garroway and Jack Paar 
on NBC-Television 


Ask your Bird salesman or distributor about Wind 
Seal Shingles — and ask for sales aids to help you 
demonstrate these shingles in your yard. 


BIRD & SON, Inc., Dept. AL-2, East Walpole, Mass. 


Chicago, III Shreveport, La Charleston, S.C 


Circle No. 33 on Coupon, page 118 





Sheathing, Siding & Insulation 





Shado/Edge Bevel Siding 


A new sidewall product, Shado/ 
Edge bevel siding, gives exterior walls 
a deep, dramatic shadow line effect 
and creates interesting dimensional 
line even on the dullest day, states 
maker. Milled from the finest clear 
western red cedar, Shado/Edge is 
factory primed on all surfaces with a 
transparent water repellent, which is 
said to give additional protection 
against moisture and lengthens paint 
life. Seattle Cedar Lumber Mfg. Co., 
Dept. AL, Box 3, Ballard Station, 
Seattle 7, Wash. 

Circle No. 234 on Coupon, page 118. 








3,000 WINDOWS 
OLD AT A PROFIT 


SHREVEPORT SASH AND DOOR JOBBER 
MOVES 25,000 WATSON ALUMINUM WINDOWS IN YEAR 


Without any “line” retail yards the 
Shreveport Sash and Door Co., 
Shreveport, La., hit an all-time high 
sales mark for 1957. “Concentrating 
on Watson residential aluminum win- 
dows; single-hung, double-hung; pic- 
ture and horizontal sliders turned the 
trick,” according to vice president in 
charge of sales, C. (Wally) Wallace. 


mM 


RUGGED ALUMINUM™ 


Circle No. 62 on Coupon, page 118 





Watson is one of the very few—per- 
haps the only—aluminum window 
manufacturer in the country to sell 
EXCLUSIVELY through distribu- 
tors. To find out how you too can 
add considerably to your net profits 
without materially increasing your 
overhead, write today! Dealers send 
for catalog. 


WINDOWS 


W. M. PRODUCTS CO. Dept. ALM! 
5425 Blossom St. * Houston 7, Texas 
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Multi-Purpose Sheathing 
Strongbord, a new multi-purpose 
sheathing and sidewall material, is 
made of pine and other wood fibers 
bonded with special bituminous com- 
pounds. Light and easy to handle, it 
comes in 8’ and 9’ lengths and is 4 
wide. In addition to its use as 
sheathing, Strongbord may also 
used as an interior or exterior siding 
for utility type buildings, says maker 
Johns-Manville Sales Corp., Dept. AL, 
22 E. 40th St., New York, N. Y. 
Circle No. 235 on Coupon. page 118 





Shakertown Glumac Units 

Shakertown Glumac Units, pre 
stained Western Red Cedar shakes 
bonded to insulation backer-board, are 
readily adaptable to sidewalls in com 
bination with other materials. Be 
cause of their length (46%”), Gluma 
Units apply quickly and easily. Even 
the nails (included in every carton) 
are colored to match the shakes so 
that no touch-up coat of stain is re- 
quired. New colors to be offered in 
1958 are the result of architect and 
consumer preference’ studies, says 
maker. Shakertown Corp., Dept. AL, 
20310 Kinsman Rd., Cleveland 22 
Ohio. 

Circle No. 236 on Coupon. page 118 


Sheetrock in New Finishes 


Three colorful new finishes have 
been introduced in U. S. Gypsum’s 
predecorated Sheetrock line, providing 
a low-cost wall paneling with a lux- 
urious woodgrain appearance. The 
new finishes are called Ranch Pine, 
Cherrywood and Sablewood. Wood- 
grain Sheetrock as well as U.S.G.’s 
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panel Sheetrock is * gypsum wall 
board with a predecorated face paper. 
Both are designed for wide applica- 
tion in new construction as well as 
the remodeling and do-it-yourself mar- 
kets. Woodgrain Sheetrock is available 
in 4’ widths; panel Sheetrock in 16” 
widths. U. S. Gypsum Co., Dept. AL, 
300 W. Adams St., Chicago 6, Il. 
Circle No. 237 on Coupon, page 118. 
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improved Double-Foil Batt 


An improved double-foil batt is de- 
signed for easier handling. Called 
Reflecto-Batt, it has true foil on both 
the vapor barrier and breather sur- 
faces, but plain kraft paper on the 
sides. The new product will handle 
better than the batt that had foil all 
the way around, according to maker. 
When foil was used on the sides it had 
a tendency to crimp when compressed 
and would not allow the batt to spring 
back to its normal thickness without 
considerable fluffing. New Reflecto- 
Batt is available in 15” and 23” 
widths. Barrett Div., Allied Chemical 
& Dye Corp., Dept. AL, 40 Rector St., 
New York 6, N. Y. 

Circle No. 238 on Coupon, page 118. 


Adds Polyethylene Backing 


Aluminum foil insulation with a 
new polyethylene backing to increase 
its value as a positive and continuous 
vapor barrier is announced. The new 
insulating material is available in two 
types, Alfol Type 22 for ceilings and 
sidewalls, and Type 44 for use in crawl 
spaces and exposed ceiling installa- 
tions. Both types come in easy-to- 
store rolls, available for use on 12, 
16, 20 or 24” framing centers. To use 
insulation, you unroll it and tear off a 
sheet of the desired length. Reflectal 
Corp., Dept. AL, 310 S. Michigan Ave., 
Chicago 4, III. 

Circle No. 239 on Coupon, page 118. 
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Handyman Specialties 
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40 Peg-Board Fixtures 

Forty basic Peg-Board fixtures 
packaged in a complete home work- 
shop kit (No. C-102) are offered by 
Masonite Corp. The assorted metal 
fixtures, which fit the %” Peg-Board 
panels so popular for home toolboards, 
come in a cardboard box 2” x 3” x 
10%”. Included in the package are 25 
single hooks of various types, two 
double hooks, a multiple tool holder, 
two shelf brackets, two plier holders, 
four loop-type tool holders, plus 27 
hook stabilizers and 8 panel mounting 
spacers. Masonite Corp., Dept. AL, 
111 W. Washington St., Chicago 2, Ill. 

Circle No. 274 on Coupon, page 118. 


Sb cidlaiell 


Picture Frame Kit 

A new picture frame kit includes 
four pieces of matched basswood 
molding with mitered ends, brads and 
complete assembly instructions. The 
moldings are cut to make frames 
So” =. 9", 8” x 10", 9” x 12” ang 12” =x 
16” and are available in four different 
molding styles. An adjustable frame 
clamp has also been introduced as a 
companion item for the kit. A new 
display board contains samples of the 
moldings and illustrates the clamp in 
use. Waddell Mfg. Co., Dept. AL, 
1117 Taylor Ave., Grand Rapids, Mich. 

Circle No. 275 on Coupon. page 118. 


Refinish Furniture Like New 

A new do-it-yourself product, Nufin, 
will restore any painted, varnished or 
lacquered surface in a matter of min- 
utes, bringing back the original finish 
and appearance, states maker. The 
handy Nufin kit contains Nufin remov- 
er, Nufin finish, Nufin clear coat and 





applicators. The kits are available in 


four finishes—walnut, maple, ma- 
hogany and light oak. Besides restor- 
ing furniture, it may be used to re- 
finish boats, showcases, paneled walls, 
cabinets, etc. Jiff Chemical & Mfg. 
Co., Dept. AL, 5925 Highway Seven, 
Minneapolis 16, Minn. 
Circle No. 276 on Coupon. page 118 


Make Your Own Boat Dolly 
An _ inexpensive, easy-to-assemble 
kit, which builds a dolly for moving 
small boats overland, is now available. 
Using the dolly, one person can move 
a boat weighing up to 450 pounds 
over almost any type of terrain— 
even wet, sandy or rough ground— 
quickly and effortlessly, says maker. 
Except for the piece of 2” x 4” lum- 
ber, everything needed to build the 
Rolaway Boat Dolly is included in the 
kit. All of the parts are packed in a 
colorful display-and-sell carton. Glea- 
son Corp., Dept. AL, 250 N. 12th St., 
Milwaukee, Wis. 
Circle No. 277 on Coupon, page 118 
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For Home and Farm Use 
A new line of flexible, lightweight 
buckets, pails and farm tub feeding 
troughs of reinforced molded rubber 
fabric is announced. Builders and 
contractors, factories, as well as home- 
owners and boat owners will find the 
Fortex containers rugged and easy 
to handle, maker says. Made in one 
piece with a heavier top rim and 
rounded corners, they are graduated, 
nest for easy storage and are avail- 
able in three sizes and five different 
colors. Cauchotex Industries, Inc., 
Dept. AL, 44 Whitehall St., New 
York, N. Y. 
Circle No. 278 on Coupon, page 118. 
(continued on page 102) 
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Chicago, Illinois. Carpenter Elementary School. 
John C. Christensen, Chicago, architect. Joseph 
J. Duffy Company, Chicago, general contractor. 
Masons find that mortar flows readily around 
KEY-WALL to give. better bonding. 
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Waco, Texas. Lake Air Jr. High School. 
Spicer-Bush & | Waco, architects. 
Jones & Williams, Waco, general con- 
“tractor. W. W. Shaw, Waco, masonry 
contractor. KEY-WALL was specified for 
all masonry reinforcement on this job. 
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Is addin Revolutionary new type of masonry reinforcement gains 
I wide acceptance from architects, builders and owners. 
Few building products have achieved such wide acceptance in so short a 
strength time. Just look at the jobs where it is being used today. We think this wide 
preference is because KEY-WALL gives far greater value at lower cost. 
What’s more, men on the job really like KEY-WALL. They use it the way 


t b Ndi. it’s specified because it’s easy to use. You get what you need, and pay for, 
0 ul ings even without close supervision. 

Best of all, KEY-WALL research has developed important new facts 

about this masonry reinforcement that reduces shrinkage cracks and in- 


everywhere creases lateral strength. It reveals a new quality in reinforcement that can 


be important to you. 


Baton Rouge, Louisiana. Broadmoor Village Shopping Center. — Bellevue, Nebraska. St. Mary's 
Richard C. Coney, Jackson, Miss., architect. Howie Construction Catholic Church. Willis Regier, 
Company, Jackson; general contractor. A. L. Falls, Jackson, masonry ‘ P ~ Omaha, architect. Korshoj Con- 
contractor. KEY-WALL is being used in every other course in the : struction Company, Inc., Blair, 


outside walls and in every course of the partitions. 5 «Reet general contractor. Masonry 
Ne superintendent, Leonard Rieple, 


likes the way KEY-WALL is easily 
lapped to tie brick facing to the 
concrete masonry. 


Peoria, Illinois. First Baptist Church. 

Harold E. Wagoner, Philadelphia, archi- : 

tect. Jamieson & Harrison, Peoria, asso- — - 
ciate architects. C. Iber & Sons, Peoria, 
general contractor. One of a number of ene it 
churches designed by Mr. Wagoner on Sen 
which he has specified KEY-WALL. 


For complete facts write: 


Keystone Steel & Wire Company, Dept. AL-28 
Peoria 7, Illinois 














Name 
Firm 


Street 


KEYSTONE STEEL & WIRE COMPANY 


Peoria 7, Illinois. City 7 Zone 
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Carded Plumbing Products 

A new line of carded plumbing spe- 
cialties displaying the items in clear 
plastic domes mounted on cards is 
announced. The 10 items available in 
the self-merchandising packages in- 
clude toilet bolt and screw set, toilet 
bolt set, tub stopper chain, sink stop- 
per chain, plain shower curtain hooks, 
roller bearing shower curtain hooks, 
toilet tank bolt set, upper and lower 
balleock lift wires, refill tube and float 
rod. Installation instructions are on 
the back of each card. John M. Rus- 
sell Div., Risdon Mfg. Co., Dept. AL, 
Naugatuck, Conn. 

Circle No. 241 on Coupon, page 118. 


Bathroom Tub Enclosures 


A new line of bathroom tub enclo- 
sures featuring extruded aluminum 
frames and sliding glass doors is an- 
nounced. Anodized aluminum gives the 
frame and trim a chrome-like finish 
that harmonizes with any bathroom 


fixtures, says maker. Doors are avail- 
able in fluted or hammered glass. 
Etched designs of fish, a crane, swan 
or fawn are available on the hammered 
glass. The new enclosures come in 
sizes to fit 4%, 5 and 5%’ recessed 
tubs. Milwaukee Stamping Co., Dept. 
AL, 800 S. 72nd St., Milwaukee, Wis. 
Circle No. 233 on Coupon. page 118. 


Plumb Shop Merchandiser 

A 12” x 18” metal merchandiser 
contains 122 pieces of plumbing mer- 
chandise. Carding of the supplies per- 
mits complete installation instructions 
to go right along on the job with the 
handyman. These instructions show 
the complete installation step-by-step 
from the water inlet to the final under- 


faucet hook-up to the kitchen sink, 
wash basin and toilet. Plumb Shop, 
Dept. AL, 1341 Temple, Detroit 1, 
Michigan. 

Circle No. 240 on Coupon, page 118 


Remodeling Booklet 


The special 36-page section, 
“How to Organize and Operate a 
Home Improvement Department,” 
featured in the Sept. 3 issue has 
been reprinted in booklet form. 
Single Copies $1, 25-50 copies 75¢ 
each, 51 or more copies 55¢ each. 
Send your order to American Lum- 
berman, 139 N. Clark Street, Chi- 
cago 2, Il. 
AM aH 
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Cleanout doors are avail- 
able in formed steel or cast 
iron; durable, close-fitting, 


easy to mount. 


Access doors are available for tile, masonry, brick, wall- 
board, stone, wood; and with or without expansion wings 
for plastered walls. 


Crawl space doors are 
completely assembled, 
ready to install without 
special framing 














Designed for the builder’s convenience, Vestal metal doors are 


available for practically all building needs, in a wide variety of 


sizes and styles; quality construction guaranteed. 


VESTAL... Quality Name in Metal Building Products 


Manufacturers of circulator fireplaces, fireplace dampers, ash 
dumps, foundation and under-eaves ventilators, steel mortar 


boxes, wall ties and joist hangers, drainage and sewerage castings. 


For complete catalog, write Dept. AL 


VESTAL MANUFACTURING CO., P. 0. Box 152, Sweetwater, Tenn. 


Circle No. 34 on Coupon, page 118 


Formed Steel Lintels 


Cast fron 
Fireplace Dampers 


Cistern Rings 
and Covers 
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Flooring, Floor Coverings 





...a spectacular 


} Stops Track-In Mess 

J Warp Bros. is offering a new cut new product from 

» length of Plast-O-Mat, ribbed poly- 
ethylene matting, in a handy display 
merchandiser. Packed one dozen, five- 
foot lengths to a display, this new 
package of Warp’s Plast-O-Mat is an 
ideal take-home item. It is useful as a 
floor runner, shelf liner, sink mat, 
table top covers, etc. Plast-O-Mat is 


also still available in bulk rolls in 


standard 30” width. Warp Bros., Dept fast moving, profitable 


AL, 1100 N. Cicero Ave., Chicago 51, 
Ill. 
Circle No. 242 on Coupon, page 118. = 
Hako Homespun Gr — 
a TUNGSTEN CARBIDE ABRASIVES 

The Hako Homespun Group, a new 
approach to asphalt and vinyl-asbestos 
floor tile, has a textured pattern and 
repeated color treatment. The group 





HAND SANDER KIT 
Sands twice as fast, lasts in- 


comes in six decorator-coordinated col- 
ors: yellow, brown, turquoise, gray, 
blue and pink. It is available in 
9” x 9” squares of asphalt tile in 4%” 
thickness and vinyl-asbestos tile of 
4%” and standard gauge. A new triple- 
purpose sample display is also avail- 
able. Boards can be used as counter 
or wall displays and fit easily into 
salesman’s briefcase. Hako Bldg. Prod- 
ucts, Div. of Mastic Tile Corp. of 
America, Dept. AL, Vails Gate, N. Y. 





Och, | eke ce. 
yi oe ee.” 


Circle No. 243 on Coupon. page 118. 


Introducing a Mosaic Design 
Mosaic, a colorful new felt-basc 
styling in the Armstrong line of 
Quaker Floor Covering, resembles a 
hand-made mosaic tile floor. It is 
available in two patterns: one has a 
tan background with blue, red, yellow 
and brown chips; the other features 
dark gray, yellow, orange and green 
color chips on a gray field. Each of 
these comes in rolls 2, 3 and 4 yards 
wide. Armstrong Cork Co., Dept. AL, 
Lancaster, Penna. 
Circle No. 244 on Coupon, page 118. 


rien Bee: 


(continued on next page) 





What's Your Answer? 

(Questions on page 94 
Wepco. See ad, pages 10-11. 
A new component window, named Windowall. See ar- 
ticle, page 18. 
Steve Allen, Hal March and Don McNeil. See ad, pages 
26-27. 
40%. See article, page 54. 
(1) Screen materials and (2) lawn edging. 
pages 14-15. 
Conducted a contest in which the prize of a new hat 
was given the salesman turning in the highest dollar 
volume in power mowers. See article, page 48. 
Dexlock. See ad, inside front cover. 
It is a handy reference on redwood helpful in answer- 
ing questions which come from prospective homeowners 
and builders. See article, page 76. 
(1) Moisture vapor barrier in sub-flooring, (2) equip- 
ment cover, (3) painting drop cloth, (4) concrete cur- 
ing blanket, (5) dust partition, (6) temporary wind- 
break and (7) protective canopy. See ad, page 29. 
(1) Heavy promotion during April-September and (2) 
the fabrication of complete screens for the do-it-your- 
self market as well as the job-installed market. See 
article, page 56. 


See ad, 
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| Name_ 

| Store 

| Street_ 

| City__ 





definitely. Outlasts hundreds of 
sandpaper sheets. Kit includes 
black plastic sander block, 1 
medium shoe and 1 fine shoe. 
Model 18900—Only $3.45 


SANDING SHEETS 

For orbital sanders. Eliminate 
frequent changing of torn or 
worn-out paper sheets. Sand 
twice as fast and resist loading. 
Standard size3%"x9"in5 grades 
from fine to coarse. Only $2.95 


5-IN-1 WHEEL 


Most useful accessory ever de- 
signed for table and radial saw 
use. Saws, sands, shapes, 
dadoes and ploughs. One 8’ 
Perma-Grit wheel with %" arbor. 
Model 18720—Only $12.95 


PERMA-GRIT FILE 

It's fast and cutsinall directions. 
Full 14” blade has coarse grit on 
one side and fine on the other. 
Unlike other rasps, it resists 
clogging. Wide spacing of grit 
gives self-cleaning action. 
Model 18730—Only $2.25. 


FREE DEMONSTRATION 


DISPLAY! 


WITH YOUR STOCK ORDER 


Ni Mm i t-meeel'i te), Bagels? \ 4 


l SKIL Corp., Dept. ADT-28, 5033 N. Elston Ave., Chicago 30, II! 


in Canada: 3601 Dundas St., W., Toronto 9, Ontario 
Please send me complete Perma-Grit information and name of 
nearest Perma-Grit wholesaler. 





ee ee 


Circle No. 35 on Coupon, page 118 
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"1958 Builder Special" 

The new 1958 Crawford Builders’ 
Special Door is specifically priced and 
designed to give the home builder an 
opportunity to offer a de luxe sec- 
tional door as part of its 1958 con- 
struction offerings. Pictured above is 
a two-car version of the 1958 Builder 
Special. A new merchandising kit en- 
abling the builder to cut merchandis- 
ing costs is also available. A truly do- : 
it-yourself kit, it includes a magic- cane «eS haa 
marker lettering unit, self-adhesive P ° 
model signs, etc. Crawford Door Co., Features Pantographic Action 
Dept. AL, 20263 Hoover Rd., Detroit Pantographic action is now avail- 
5, Mich. able in the Custom Magic-Fold and 

Circle No. 245 on Coupon, page 118. Magic-Fold folding doors. Not only 

does the action design keep folds uni- 
formly spaced, but Magic-Fold doors 
require a minimum of stacking space 
(only 444” for 32” wide openings), 
providing more walk-through area 
simplifying design of installation, says 
maker. Magic Fold doors are available 
with a complete selection of handles 


r . and locking devices and come in a full 
C/ } : range of decorator colors. Closures 
a Sales Corp., Dept. AL, 533 E. Forest 


4” MINIATURE VENTILA- Oorey | Ave., Detroit 1, Mich. 

TOR, all-aluminum, choice of ADJUSTABLE TRIANGLE VEN. Circle No. 246 on Coupon, page 118. 
TILATORS, popular 4-12 to 5-12 

pitch, 2 sizes. Also full range of 

fixed and adjustable tri-vents for 

other pitches. 


etgls VENTILATORS 


The world’s most complete ventilator line 
—a ventilator for every use, from a single 
source. Roof, attic, foundation ventilators Crawl Space Door 
—all types, all sizes. Undereaves ventila- A new, low-cost Crawl Space Door 
4 . for easy access to the area between 
tors, miniature ventilators. And for spe- floor and ground of basementless 
ventilators homes is available. Two screw-oper- 
é | ated catches hold the door securely in 
and clothes-dryer ventilators. | place and assure maximum protection 
against the weather, says maker. 
: Available in two sizes: 301%” x 121%” 
FREE CATALOG — shows All Leigh 5 for masonry openings measuring 32” 
building products, the complete MME: x 14%” and 30%” x 16%” for 32” x 
building products line. See your <a 18%” openings. Door and frame are 
jobber, or write to us. shipped as a complete prefabricated 
. unit. The Donley Brothers Co., Dept. 
AL, 13968 Miles Ave., Cleveland 5, 
LEIGH BUILDING PRODUCTS Ohio. 
1858 Lee Street Coopersville, Michigan Circle No. 247 on Coupon, page 118. 








8-mesh or insect screen. Smaller 
sizes too, a complete line for 
every miniature ventilator 
need. 


cialized uses, storm window 





Imperial Folding Door 

A new vinyl-plastic folding door, 
the Imperial, uses two vertical, syn- 
chronized pantographs—one at the top 
of the door and the other near the 
bottom. The synchronous, uniform 
action of the two pantographs is 
achieved by connecting them with a 
vertical rod. To these vertical steel 
rods is fastened the vinyl-plastic cov- 


METAL BUILDING PRODUCTS ering, on each side of the door. The 

; ‘ 4 | appearance of the Imperial is a pleas- 

= a —- & Canopies pene hs ae | ing series of outwardly curving flutes. 
6: ” phic pony sengdages — | Available in a range of sizes. Gates 





Full-Vu Bi-folding Doors Ventilators | Mfg. Co., Inc., Dept. AL, 415 W. 11th 
Folding & Sliding Door Hardware | Indianapolis, Ind. eee 


all OF AIR CONTROL PRODUCTS, INC. Circle No. 248 on Coupon. page 118. 
(continued on page 108) 
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Users of David White surveying instru- 
ments get all their measurements on the 
button. They know they’re right, avoiding 
costly errors. You'll be right too, if you 
stock David White instruments. David 
White has been making surveying instru- 
ments for over 50 years. It is a well-known 
line that has high acceptance everywhere. 


VERY BEST 


... yet costs no more 


cae 





F0)D-45)Dp Door HARDWARE 





——— wf 
tures offered by fine Z, 


quality Acme SLIDING 


The space-saving fea- ~~ i 
i 


DOOR and Acme FOLD- 
ASIDE DOOR Hardware 
adds more useable 
footage to any floor 
plan. Installation costs 
are no more expensive 
than for doors that 
swing out. Exploit 
these saleable features 
and get bigger profits 
from door hardware. * 


romance zee. 08. aI 

















Acme Concealed Fold-Aside Hardware fits all standard 
openings from 2’0” to 8’0” wide. Pivots and nylon guide 
wheels are completely concealed from either side of the 
door... threshold is clear—concealed, adjustable aligner 
keeps doors tightly closed, no center guides needed. Fits 
folding doors anywhere in the house. 


FOR 
BUILDERS 


\ L | D ING DOOR eee 





Acme DUALINE 
By-Passing Door 
A big market exists for this versatile, low-cost instrument. oe a tango 
For determining differences in elevation, plumbing walls, “2 nes ae inter. 
contouring, laying angles, tiling, drainage, irrigating. changeable for both 
T8006 Farm and Light Construction Level-Transit. Tripod %” and 1%” doors. 
included. Retails for $79.50. 





, Acme Series 8000. 
For Contractors— Heavy-duty instru- The Aristocrat of 


ment for road and building construc- wardrobe sliding door 
tion. Used to align piers, plumb walls, hardware. Features alu- 
ascertain slopes—for tiling, general minum track with integral 
highway construction, leveling of fascia. Twin Wheel 
floors, laying angles. 78300 Universal hangers for b -passin 
Builders’ Level-Transit. Includes new, ie , 2 100 Ib 8 
American-style, wide-frame tripod. Ors UP tO . 
Retails for $217.00. 





Acme No. 81-82 Twin 


sion-made. Measure differences ir 
grade, find proper slope for drainage 
lay out building sites. 780/7 Lighi 
Construction Level. Tripod included 
Retails for $49.95. 


For Concrete Contractors—Preci- Wheel Adjustable 


Pocket-Door Hardware. 
Quickest, easiest 
installation. One Nylok 
nut permits easy 
adjustment without 


removing door. 











For Every Customer! Precision- Acme No. 57-58 Heavy 
made. For rough estimates, pav- Duty Adjustable 
ing, landscaping, laying out foun- Sliding Door Hardware. 
dations, drainage, contouring. Four wheel hangers 
Natural impulse item. Each car- for doors 1%” or 
ton an effective merchandising thicker up to 250 Ibs. 
unit. Builders, farmers, home One Nylok nut 
owners—all prospects. 5556 True adjustment. 
Sight Hand Level, Only $2.95! 


: 





Distributors and dealers being appointed now. Write for complete Write for literature Today! 


details today, including facts on our time-payment plan that can help 


| lenty of sales. 
ee a ACME APPLIANCE MANUFACTURING CO. 
Prices slightly higher west of the Rocky Mountains a i a a whi ' ee 
DAVID WHITE INSTRUMENT COMPANY 200 East Railroad Avenue, Monrovia, California 
Dept. J, 2051 Nerth Nineteenth Street, Milwaukee 5, Wisconsin he anti dk agree 94 
Circle No. 37 on Coupon, page 118. Circle No. 58 on Coupon, page 118. 
BUILDING PRODUCTS MERCHANDISER 

















Curtis Style-Trend removable sliding windows will be advertised in the March issues of 
BETTER HOMES AND GARDENS, AMERICAN HOME, HOUSE BEAUTIFUL, HOUSE & GARDEN— 


reaching millions of home-minded readers. Other Curtis window styles will be featured 


in following months. 


CURTIS (i 


WOODWORK heart of the home ridin ie: Sindee: 
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Big news for 8,706,474 homemakers... 
and it can be big profit news for You! 


More than 8,706,474 home- 
minded Americans will get the - home o personality cuniS) 


CURTIS 


news about Curtis Style-Trend indows that give 
sliding windows in the March = For Wi E 
issues of their favorite home ; CHOOS 
magazines. 
At the same time, Curtis 
Woodwork dealers all over the 
country will be tying-in with 
this nation-wide promotion to 
increase their sales of Curtis 
windows, doors, kitchen cabi- 
nets, and other Curtis Wood- 
work for new and old homes. 


Everything you need 
to cash-in! 


To help Curtis Woodwork deal- 
ers get the most in sales and 
profits, Curtis provides a com- 
plete package of promotional 
materials for local use. There 
are big, colorful window posters 
...direct mail pieces...news- 
paper ad mats...publicity 
stories...radio scripts. You can 
also secure on-the-ground help 
from your Curtis salesman. 
Curtis Style-Trend sliding 
windows are a “natural’’ for to- 
day’s homes. For these windows 
provide true weather-tightness 
in a removable sliding window. 
The price is moderate, geared to 
the budget-minded builder. 
Curtis Woodwork dealers can 
offer the biggest variety of win- 
dows and doors available today. 
Special selector charts help cus- 
tomers choose exactly the styles 
and types of windows and doors 
needed. This pre-selling mer- 
chandising technique simplifies 
and helps to speed the sale. 

















Ask the Curtis Woodwork man about the big March pro- CURTIS COMPANIES INCORPORATED, Clinton, iowa 
motion on Curtis Style-Trend sliding windows—and about Clinton, lowa 
other promotions to follow on Silentite double-hung and Wausau, Wisconsin 
casement windows. Or write us if you are interested in Chicago, Illinois 
greater woodwork profits. Sioux City, lowa 
Lincoln, Nebraska 


Minneapolis, Minnesota 
New London, Wisconsin 
Oconto, Wisconsin 
Scranton, Pennsylvania 
Charlotte, North Carolina 


WOODWORK heart of the home Atlanta, Georgia 


BUILDING PRODUCTS MERCHANDISER Circle No. 2] on Coupon, page 118. 
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Why not take advantage of the % 


opportunity to become a 


pelorn, 


Distributor. You can qualify if you have 
salesmen calling on builders and if you 

have display space. If there is no exclusive 
Modern Maid Distributor in your territory, 

you will be given every consideration. Write today! 


See the full-color pages 257 thru 260 in the 
|. “American Lumberman 1958 Dealer Products 
File” for further details. 


TENNESSEE 
STOVE WORKS 


© CHATTANOOGA | TENNESSEE 


DEALER PRODUCTS FE MJ 
AnUARY 20 1958 
SEE OUR 

CATALOG: 
Paces 
267-260 


Circle No. 79 on Coupon, page 118. 








Recommended Reading for Lumber Dealers: 





PRICING 
FOR 
PROFIT 
AND 
MAKING IT 
STICK 


How to sell lumber and building products 
profitably. How to calculate costs, make mark- 
ups and set prices that insure an adequate 
profit. This is ART HOOD’S famous text on 
“compensatory pricing”’ 





AMERICAN LUMBERMAN 
ROOM 2000, REPRINTS 

139 NORTH CLARK STREET 
CHICAGO 2, ILLINOIS 


Enclosed is 
please send me 


of 


return mail 
NAME 

COMPANY 
ADDRESS 


CITY 
STATE 
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Metal Products 














Mailbox Mounting Made Easy 
New M-D Mailbox Holders are made 
of sturdy, stamped aluminum and de- 
signed to fit all standard No. 1 size 
rural mailboxes. The customer has two 
choices in mounting. No. 44 is designed 
for mounting on a 4” x 4” wooden post 
and comes complete with necessary 
screws, nuts and bolts; No. 150 is de- 
signed for mounting on a 14%” round 
pipe and comes with necessary nuts 
and bolts for attaching. The holders 
are packed 12 to a carton. Macklan- 
burg-Duncan Co., Dept. AL, Box 1197, 
Oklahoma City 1, Okla. 
Circle No. 249 on Coupon, page 118. 


Masonry Char-Grill 

A new, low-priced built-in barbecue 
grille, specially designed for installa- 
tion in brick or other masonry base 
construction, is announced. Designated 
as Model MCG, it is constructed of 
heavy gauge steel with an angle iron 
type frame. The outside finish is black 
wrinkle enamel. Features include a 
heavy gauge boiler plate steel remov- 
able fire pan that can be raised and 
lowered. The MCG is 29%” wide, 11%” 
high and 19” deep. Each unit is 
shipped complete with installation in- 
structions. The Majestic Co., Inc., 
Dept. AL, Huntington, Ind. 

Circle No. 250 on Coupon, page 118. 











Roll-Up Awnings 

Mono-Roll Aluminum Roll-Up Awn- 
ings are available in many widths, 
drops and projections as well as in 12 
beautiful colors. A companion line of 
canopies (non-roll) is also available. 
Special “slip fit” aluminum castings 
assure quick, easy installation, says 
maker. All exterior parts are made 
entirely from aluminum. Ball bear- 
ings, springs and torque rod are sealed 
inside barrel roller. Arms are detach- 
able and adjustable to the buildings 
as required. Monarch Products Corp., 
Dept. AL, 110 E. 115th St., Chicago 
28, Ill. 

Circle No. 251 on Coupon. page i18. 
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Metal Lath Lies Flat 

New, improved Milcor Smalmesh 
Metal Lath, designed for use in all 
types of plastering, is flat, of uniform 
width and squared on both ends. 
Formed from coiled copper-bearing or 
galvanized steel, this diamond mesh 
metal lath is drawn into a close, rigid 
mesh requiring a minimum of plaster 
for a perfect key, announces maker. 
Sheets have a net coverage of 27” x 
96” with ample additional allowance 
for side and end laps. Inland Steel 
Products Co., Dept. AL, P. O. Box 393, 
Milwaukee, Wis. 

Circle No. 252 on Coupon, page 118. 


Snap-On Drawband 

A new snap-on drawband saves time 
when installing Van-Packer factory- 
built masonry chimney. All parts are 
built-in—no nuts or bolts are required, 
it is said. The drawband is now being 
supplied with each chimney section. 
Fastening the new drawband is ac- 
complished merely by hooking a circu- 
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"What's New in Nails" 


A new display board carries actual 
samples of 49 types of Stronghold, 
Screw-Tite and other special nails in 
the Stronghold line. Measuring 12” x 
18”, the board is printed in two strik- 
ing colors with a lacquered finish. In- 
cluded, in addition to such standard 
items as Screw-Tite hardened steel 
flooring nails, Stronghold drywall 
nails and Stronghold underlay nails, 
are the new Screw-Tite pole barn 
nails, Screw-Tite trussed rafter nails 
and Stronghold interior hardboard 
nails. Independent Nail & Packing Co., 
Dept. AL, Bridgewater, Mass. 
lar ring of spring steel over a catch Circle No. 256 on Coupon, page 118. 
(pictured at left) and depressing a 
lever (shown at right). Holes in gal- 
vanized steel band allow cement to 
ooze through, forming a tight, perma- 
nent seal, says maker. Van-Packer 
Co., Div. of The Flinkote Co., Dept. sade . : iia te die abe 
AL, P. O. Box 306, Bettendorf, Iowa. la Nice en i “ 4° WIDE | 
Circle No. 253 on Coupon, page 118. oe owe 


(continued on page 112) 


FOR 
WALLS 
AND 


CEILINGS— 


—_——r ‘in 


5 ao 
Package Chimney Panil-Tile 


The roof housing of the new Mc- PLAIN OR PURPORATES 


Quay stainless steel » package 
quay stainless flue package —on each 4’ x 8’ panel : 
chimney is large, measuring 16” x 25 - 
. Bs " ‘ ae . . 
with a cap. A 7” stainless steel flue thirty-two 12” tiles or eighteen 16” tiles 
‘esis s > ™ "rosive arti we) = ° . ° 
resists the corrosive action of com — PLUS 75 wholly new tile sizes from 8” to 48” on a side 
bustion gases, announces maker. Can 
be installed by any ee in from Panl-Tile meets all the former limitations of tile: eaene’ paren <a 
y me ¢ oY > y ° ° - ner 
30 to 60 minutes after roof opening alignment, cost, and variety. On all four edges, a the dealer big profit pessi- 
is prepared, it is said. Sections are ‘ et apt sechics bilities from ini : 
on ” oA” 3 three-stage groove-lap joint assures both align- u n @ minimum in- 
12”, 18” and 24” in length so that .  — > : vestment. Each pattern you 
aa a hj see: " +l: ment and weather-tight joining. Because Panl-Tile sell contains complete bill 
any height chimney can be quickly | . h - af iatevinla«w nied sot aise 
assembled. The starter box and roof is weat erproof Homasote, you can use it outdoors sell. The average selling 
section are factory assembled. Mc- | 4S well as indoors and you always gain extra insul- prise a & pattern ie % and 
oan A wns ° ° ° ° : ells for you 35 - 
Quay Chimneys, Inc., Dept. AL, 1600 ation. Panl-Tile comes unpainted or painted (with terials you already stock 
Broadway, Minneapolis, Minn. a highly fire-resistant white coat). yooh y Be Daseeens © Seg 
: | for % ays—y ave new 
Circle No. 254 on Coupon, page 118. | es ; app ‘ profits of $31,824 a year. Get 
In addition, the standard 12” and 16” tile sizes the full details from your 
° ° se . JO + r asote ~ 
are available with funnel-like perforations, for aaa on wee 
increased sound-deadening value. *T.M. Reg. Easi-Bild Pattern Company 


Aluminum Specialty Items aaineai 


The first three items in a new line On ceilings, use the “Wilson Air-Float” yousort © Pe 
of aluminum building — specialties, method. This economical suspension sys- - = 
’ ; : — ‘2 momasors ” . 
Classic thresholds, door sweeps and tem practically eliminates sound transfer- |= ; 
scuff guards, offer the extra value of ence from floor to floor. Mail coupon forde- , = i 
ize is es “O , . . 2 | 
anodize d finish. Feature of the new tails on this and other Homasote products. | 
Classic line is the threshold, which is 
designed for easy installation and is 
furnished in styles for either high or HOMASOTE Send the literature and/or specification data checked 
ow carpet application. as ¢ y 
lo ig whe, —" Ew age . — COMPANY Panl-Tile Wilson Air-Float Ceilings 
vinyl! wea ers rip, whic 1s replace- Underlayments Grooved Vertical Siding 
able. All units are precut to standard In U. S., kindly address Easi-Bild Patterns Homasote (72-page) Handbook 
lengths, packaged in individual see- Trenton 3, New Jersey. 
through plastic containers. North In Canada: Toronto, Ont.—P.0 
American Extrusions, Dept. AL, 5569 oe. salen 
N. Riverview Drive, Kalamazoo, Mich. nen eee 
Circle No. 255 on Coupon, page 118. 











_Easi Bild Patterns 


NAME 








cITY 
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Here are Weyerhaeuser’s Big 


into the Big Drive 


Ni) MERCHANDISING “Se 5 


CABIN & COTTAGE 


IDEAS, eter 


National Advertising and 
Direct Mail Campaigns a 


To convert new home and farm building planners IDEAS 
and home modernization prospects 
into buyers at your lumber yard 


3 


FENCE BUILDING 
IDEAS 


FARM BUILDING 
HOME BUILDING IDEAS 
IDEAS 


“Get in Gear for the Big Year!” 


Weyerhaeuser 4-Square Lumber 
Dealers will gain the benefits of the 
National Sales Drive from this “‘Big 
5” Sales Program. 


Weyerhaeuser Sales Company 
ST. PAUL 1, MINNESOTA 
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NATIONAL ADVERTISING 
TO CONSUMERS 
AND TRADE FACTORS 


@ Weyerhaeuser’s powerful national ad- 
vertising campaign is geared to improve 
your sales now. Strong national adver- 
tising throughout 1958 is aimed at home 
planners, home owners, the farm market, 
contractors, builders and architects. It is 
designed tostimulate building, remodeling, 
and repair of existing homes and farm 
structures, with lumber and building ma- 
terials purchased through Weyerhaeuser 
4-Square Dealers. 


HOME 


IMPROVEMENT 
MARKET 


Gears which mesh Lumber Dealers 


for 1958 markets 


FREE 


DIRECT MAIL TO YOUR 


CONTRACTORS AND BUILDERS € 


e Weyerhaeuser offers lumber dealers 
additional support for these 5 Merchan- 
dising Gears with a brand new publication 

. the “‘Building News’’. . . created to 
tie your builder customers closer to you 
... giving them more information about 
Weyerhaeuser products, their uses, appli- 
cations and how to more profitably pro- 
mote and sell them . . . to stimulate your 
biggest customers to participate in this 
industry-wide drive using your merchan- 
dising help and your lumber and building 
products. 


NEW 


HOME 


MARKET CONTRACTORS 


FARM 
MARKET 


CONTRACTORS 
AND 
BUILDERS 


Wey 


.. 


BUILDING PRODUCTS MERCHANDISER 


AND 
BUILDERS 


These 5 new merchandising ideas together with 
national advertising and direct mail campaigns 
are good reasons why Weyerhaeuser 4-Square Lum- 
ber Dealers will cash in on a greater share of the 
1958 market. 


erhaeuser 4-SQUARE 


UMBER AND BUILDING PRODUCTS 
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Metal Products 
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Four New Column Designs 


New columns for porches and inte- 
riors come in both flat and corner 
styles with a variation of simple 
scroll and cast oak designs to tradi- 
tional old New Orleans patterns. 
These columns, made of heavy 
wrought iron and finished in black, 
can be used with or without railings, 
replacing old style wood pillars on 
porches, or in carports, as room divid- 
ers, etc., announces maker. Installa- 
tion is said to be a simple project for 
do-it-yourselfers. Versa Products Co., 
Dept. AL, Lodi, Ohio. 

Circle No. 257 on Coupon. page 118. 


Adds Handi-Hinge 


A new feature of Cuckler Steel Span 
Buildings is the Cuckler Handi-Hinge 
that joins together the strut stud and 
strut beam of the Steel Span frame. 
Handi-Hinge construction permits eas- 
ier erection of Steel Span frames, says 
maker. Rigid Steel Span Frames are 
available in four widths: 32’, 44’, 50 
and 60’, as well as multiples. Any 
length desired. Four sidewall heights: 


10’, 12’, 14’ and 16’. Cuckler Mfg. Co., 


Dept. AL, Monticello, lowa. 
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Incinerator Push-Door 


A new upper-floor charging door for 
use in new or old flue-fed incinerators 
is announced. Named Push-Door, it is 
said to eliminate the problem of 
trapped refuse by means of a straight 
chute that permits the refuse to drop 
directly through to the flue. Self-clos- 
ing, it leaves both hands free to place 
the refuse in the chute. Available in 
two sizes: 94” x 8%” for wall open- 
ings measuring 11” x 17” and size 
10%” x 10” for 12%” x 18%” open- 
ings. The Donley Brothers Co., Dept. 
AL, 13968 Miles Ave., Cleveland 5, 
Ohio. 
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Trade Mark 
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| 
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DOUGLAS FIR 


PONDEROSA PINE — SUGAR PINE 


WHITE FIR 


INCENSE CEDAR 
Annual Production 60 Million 
High Altitude, Soft Textured Growth 
Modern Moore Design Dry Kilns 

Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


SUSANVILLE, CALIFORNIA 
Sales Office at Susanville, California 


ANDERSON, CALIFORNIA 
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in the service of 


LUMBERMEN 


i tion 
catists in protec 
Specie iumbe industry: 


@ professional safety engineers. 


® more than 99 branch 


Substantial dividends have been returned to 
policyholders since organization in 1912. 


Lumbermens “GUL) nH 


H. G. Kemper, president 


James S. Kemper, chairman 
Chicago 40 


claim offi 
Coast to coast and in Canada, im 





PLYWOOD «> HARDBOARD 





Microwood® Constructional Panels 





POPLAR ¢ 


and other species 


MAHOGANY e BEECH 








KYS HOLLOWCORE DOOR FILLERS 
HOENIG PLYWOOD CORP. 


Dept. L, 280 Madison Ave. 
Tel. MUrray Hill 5-2280 - 2281 - 2274 


New York 16 
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Hardware 





Thriftee Pak Hardware 


A new low-cost fascia track set, 
called the Thriftee Pak 400 Series 
Sliding Door Hardware, is announced. 
In addition to the track, which is ex- 
truded aluminum, heat treated for ex- 
tra strength, quality features include 
strong, rugged steel hangers with % 
nylon wheels using oiled - for - life 
bronze bearings. Packaged sets are 
available for bypassing applications 
using two, three or four doors of all 
popular widths and thicknesses. Each 
set includes the fascia track (non- 
fascia track sets also available), 
hangers and door guide. John Sterling 
Corp., Dept. AL, Richmond, III. 


Circle No. 260 on Coupon, page 118. 


Folding Door Hardware 
New Har-Vey B Line Slide-A-Fold 


hardware features a unique reversible 
jamb hinge with a built-in Kush-N- 
Stop that prevents doors from bang- 
ing into jambs and assures a lifetime 
of smooth operation, says maker. The 
new hinges rigidly support the door’s 
entire weight, eliminating the bottom 
track. Units come in prepackaged 
Handi-Paks complete with everything, 
one box to one opening. Available for 
2'0”, 2’6” and 3'0” openings for two 
door installations and 4’0”, 5’0” and 
6'0” openings for four doors. Ameri- 
can Screen Products Co., Dept. AL, 61 
E. North Ave., Northlake, III. 
Circle No. 261 on Coupon, page 118 





The finishing touches 
that make sales! 


> CLOSET AND 
a) KITCHEN 
Is FIXTURES 


Get your share of the big profitable 
home remodeling business with K-V's 
complete line of top-quality, easily-in- 


stalled closet and kitchen fixtures. 
is well designed, 


Each 
sturdily constructed 


and beautifully finished in bright last- 


ing chrome. 
sentative today. 


Ask your K-V sales repre- 


Ceramic Knobs & Rosettes 


Knobs made of ceramics, exotic 
woods and polished metals have been 
designed to bring added versatility to 
the doorknob as a detail in decor. The 
decorative rosette, handpainted in 
petal-like designs on fired enamel, is 
available in a number of patterns. The 
ceramic knobs have a mother-of-pearl] 
finish combined with an exquisite edge 
design (top, left). Knobs made of 
cocabola, ebony and stratawood (cen- 
ter) permit a distinctive individuality 
sinze no two have the same grain pat- 
tern. Polished metals in new shapes 
such as the chalice (top, right) are 
also introduced. P. & F. Corbin Div., 
American Hardware Corp., Dept. AL, 
102 Washington St., New Britain, 
Conn. 
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(continued on next page) 


K-V 1 

Clothing Carrier — Pulls out of 
narrow closets; doubles closet 
space. There is no sag with even 
the heaviest clothing load. 


K-V 2 

Extension Closet Rod — The 
perfect answer for shallow closets. 
Easily installed, will not sag. In five 
sizes to fit all closets. 


K-V 724 

Shoe Rack — Holds nine pairs 
of shoes; portable, fits under 
hanging garments, takes up little 
space on closet floor. 


K-V 793 
Disappearing Towel Rack 
— 3-bar model; mounts on walls or 
cabinet side. Also 2 and 4-bar racks 
available. 


K-V 791 

Disappearing Cup Rack— 
holds 12 cups, slides within easy 
reach, then back in place. Fastens 
on underside of shelf. 


KNAPE & VOGT MFG. CO. 
Grand Rapids, Michigan 
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t3 Style Cabinet Hardware by Comoe 700 Series Concave Besign 


Sea Styles by Weslock 


New Sea Style cabinet hardware is 
designed to fill a long-felt need as 
appropriate knobs for rooms that have 
a marine decor. The arresting designs 
include sea horses and shells and they 
are obtainable in a choice of four fin- 
ishes: antique brass, antique copper, 
Swedish iron and polished chrome. 
Also created for the 1958 lockset mar- 
ket are the new 600 Classic and 700 
Concave Series. These two new designs 
are mounted on the large De Luxe 
Weslock housing. Western Lock Mfg. 
Co., Dept. AL, 2075 Belgrave Ave., 
Huntington Park, Calif. 

Circle No. 263 on Coupon. page 118. 


Two Companion Locks 


Two new screen and combination 
door locks, one a key-in-knob unit and 
the other with a slide lock on inside 
escutcheon, have Dexter’s new tulip 
design knob. The key-in-knob lock has 
turnbutton on inside lever, which 
locks and unlocks both knob and lever. 


ROLL-OFF 


Complicte 


Assembly & 
Mounting 


Bed: Shipped’ N \ truck bod 
KD. Easy a SS = = y 
—— 


They fit doors %” to 1%” thick, have 
1” wide escutcheons for narrow stile 
doors and are designed for out-swing- 
ing doors only. The slide lock is avail- 
able on special order for doors down 
to 53” thick. Dexter Lock Div., Dexter 
Industries, Inc., 1601 Madison Ave., 
S.E., Grand Rapids, Mich. 
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5"" Backset Dead Latch 


A new 5” backset dead latch for use 
on outswinging doors where addition- 
al security is required and where 
Kwikset 400 Line locksets are set back 
5” from the door edge is announced. 
The use of the new one-piece 5” back- 
set dead latch (No. 3798), or the pre- 
viously available 5” backset plain 
latch, offers greater design flexibility 
when used in connection with Kwik- 
set’s complete line of distinctive trim 


rosettes, it is said. It also aids in pre- 
venting knuckle nicking on door 
jambs. Available in all popular fin- 
ishes. Kwikset Locks, Inc., Dept. AL, 
516 E. Santa Ana St., Anaheim, Calif. 
Circle No. 265 on Coupon, page 118. 


Jewelry for the Home 


Ceramic cabinet hardware brings 
high fashion into the kitchen and color 
can now be expressed in accents which 
tie in and blend with even the curtains 
at the windows. Available in two sizes 
and three House and Garden colors, 
the basis of the new pulls is made of 
bronze with either a natural brushed 
finish or genuine brushed silver plate. 
Versatile and adaptable, the 1%” and 
15%” door pulls in colorful sky blue, 
carnation pink and citron’ yellow 
allow the homemaker 12 _ possible 
choices. Stanley Hardware, div. of 
The Stanley Works, Dept. AL, 111 
Elm St., New Britain, Conn. 

Circle No. 266 on Coupon. page 118. 
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—— 


Unioad a Load 
or Half Load at a Time 


Write, wire, phone for 
Cotolog and Prices 


The R=-B Company 


‘ 1921 Guinotte, Kansas City 20, Mo. 


4 


| 
| 
) 








“It’s been smolderin’ ever since we started 
suggesting ‘ScotcH’ Brand Masking Tape 
with every paint sale!” 











~ 
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Tools, Power 





All-Purpose Saber Saw 


The new 1958 Dormeyer Saber Saw 
has an adjustable miter shoe which 
swings 45° right or left; will cut 2 x 4 

lumber at 45° angle. New power tool 

does the work of scroll, rip, keyhole, 

jig saw, plus coping of small band 

saw, says maker. Also provides the 

advantage of cutting straight, curved, 

short-radius and irregular shapes... 

even cuts its own holes for blind cuts, 

it is claimed. Cutting capacity: up to 

2” in wood, 4” in metal. Dormeyer 

. Corp., Dept. AL, Kingsbury and 
Hack Saw and Drill aien Sts. Chicago 10, Ill. Z e " : 
; Circle No. 268 on Coupon, page 118 Lightweight Floor Maintainer 

An easy-to-use gun-shaped combina- 
tion hack saw and drill that speeds 
production by quickly cutting or drill- 
ing steel, sheet metal, plastic, wood, 
etc., is announced. Known as _ the 
Trades Master, the tool can be con- 
verted quickly from a saw to a drill tor, the Clarke FM-13 scrubs, waxes, 
or vice versa merely by removing and v ain - polishes, buffs and steel wools all types 
inserting the tool in the chuck and tek 4 of floors with its interchangeable at- 
shifting a knob to the drill or saw ; “9 tachments. A big feature of the unit 
position. An adapter chuck is fur- is the new heavy-duty wheels mounted 
nished to accommodate any size drill in the main frame for ready portabil- 
up to and including 4”, says maker. ity. When machine is in operation, the 
Unit operates on 110-120 V, eithe: wheels are off the floor. Clarke Sand- 
AC or DC. Modern Mfg. Co., Inc., ing Machine Co., Dept. AL, 30 E. Clay 
Dept. AL, 680 Davisville Rd., Willow St., Muskegon, Mich. 

Grove, Penna. Circle No. 269 on Coupon, page 118. 


A new 13” lightweight floor main- 
tainer designed especially for rental 
to the do-it-yourselfer weighs only 36 
pounds complete with brush. Equipped 
with a G.E. 1/3 hp constant duty mo- 
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SPECIAL BOAT STOCK “842%-™*D AVS OFF” 


Your Winslow representative can call on you, at your convenience, and prove, 


a, Gen uin € Tea k with “details and facts'', how you can set up a profitable Winslow Ready-Mix 


/ plant at a reasonable overall! investment. 
and Philippine Mahogany Here are some 
typical dealer 
Either random or reports... 


“our Binanbatch in- 

ane vestment paid for it- 

Thickness — Width — Length self in approximately 

j one year” ... “big 

increase in tie-in sales 

Direct mill shipment or since handling Ready- 

_f Mix in our yard”... 

from inventory, our yard “we get additional bus- 

iness in our area be- 

...intransit rate. cause we sell Ready- 

Mix.” Take advantage 

of the Binanbatch 

Ready-Mix profits . . . 

LCL OR CARLOTS have our representa- 

tive prove to you a 

minimum investment 

puts you in the Ready- 
Mix business. 


Send coupon for —,iiainiaaacceramemmer J 


complete details. Actual photograph, Ready-Mix Installe- 


Ave a tion at Huston Lumber Company—at Carey, 
ZS 
—s 


specified sizes. 


he Me 


: 


Ohio 





CALL « WRITE + WIRE oe 


PENBERTHY \|j orovsn cre. to tee we 


Please send information on Bin for Ready-Mix 


LUMBER COMPANY Name 


5800 SO. BOYLE AVENUE Address 
LOS ANGELES 58, CALIF | 
LUdiow 3-4511 
= 


KOO QIIIIN 
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American 
Lumberman 
Classified 
Advertising 





HELP WANTED 











LUMBER SALESMAN 


West Coast Manufacturer and Wholesaler de- 
sires to employ experienced Fir lumber sales- 
man. To operate sales office in a major Mid 
West or Eastern area. Address Box A-22, 
American Lumberman, Inc. 





DETAILER AND BILLER — Large architectural 
millwork concern located midwest seeks a 
competent detailer and biller for church and 
school work. Send resume of experience, age. 
expected salary and when available. Excel- 
lent opportunity. Address Box A-26, American 
Lumberman, Inc. 





RETAIL LUMBERMAN WANTED 


Central Florida Lumber Company wishes to 
employ man experienced in Retail Lumber and 
Building Materials who can list quantities and 
— 4 from plans, and sell to con- 
ractors. References exchanged. Add B 

A-50 American Lumberman, ce. rab 





RETAIL LUMBER SALESMAN WANTED 


Successful Florida retail lumber dealer wants 

to employ one or two men to promote consumer 

sales under Title 1 FHA budget plan. These 

vow) can ~ ag over a 60-month period. 
opportunity for qualified . 

Box A-51 American Senbennen. ine. — 


WANTED: Operator for a Yates Ameri 

C75 Moulder and A20 Planer and Slstabes. 
Experienced only. Must be sober and reliable. 
Steady all year round work. Excellent salary. 
ni neon state ia qualifications, experience, 
references, and the last two pl - 
ment and salary expected. ee eee 


MARTIN’S LUMBER COMPANY 


W. CHESTNUT ST. EXT. 
WASHINGTON, PENNA. 








Responsible intelligent lumberman needed by 
home-owned yard as assistant manager, top 
salary, North Central Illinois, 4,000 popula- 
tion. Address Box B-36, American Lumberman, 
ne. 





Lumber and Plywood Salesmen for new com- 

, holesale and in-transit yard in 
Northwest Chicago area. Protected territories 
and liberal commission arrangements. Must 
be experienced selling lumber yards and in- 
ma AM a ae for appoint- 
ment and interview. I. D. A. WHOLESALE 
LUMBER & PLYWOOD CORPORATION. 








SITUATIONS WANTED 








USED MACHINERY FOR SALE 








Experienced lumberman wants position man- 
aging wholesale carload business or whole- 
sale distribution yard or Salesman in_ In- 
dustrial Department. Address Box B-38, 
American Lumberman, Inc. 





MANAGER 
Medium size yard. Desire to relocate in 
Southwest or Rocky Mountain area. 21 years 
experience, 8 years as manager. Excellent 
record, age 45. Presently employed. Address 
Box B-39, American Lumberman, Inc. 





SALES REPRESENTATIVES 
WANTED 








Sales Representatives, commission basis. to 
handle attractively priced and quality line of 
residential locksets for well established manu- 
facturer selling to lumber, building material 
and hardware trade. Address Box A-47 Amer- 
ican Lumberman, Inc. 





Several territories now open to established 
sales representatives for America’s oldest 
disappearing stairway line. including new 
opular-priced model. Nationally advertised. 
Facusends sold. As the sales leader in the 
uality field, with many exclusive demonstra- 
tion features, this line offers better than aver- 
age profit opportunities for high type sales- 
men. Bessler Disappearing Stairway Co.. 
1900 E. Market St., ron 15, Ohio. 





Commissioned Lumber Salesman to represent 
well-rated manufacturer and wholesaler of 
Southern and West Coast Lumber and Ply- 
wood. Exclusive territories open in New Eng- 
land, Middle Atlantic, and South Atlantic 
states. Add our lumber offerings to your pres- 
ent non-related line. Address Box B-40, Ameri- 
can Lumberman, Inc. 





SALES REPRESENTATIVES 
AVAILABLE 








SITUATIONS WANTED 











Millwork experience available, capable of full 
charge, practical factory experience plus esti- 
mating and detailing. Can handle full mill 
— Address Box B-27, American Lumberman, 
nc. 





Office and outside sales, well experienced 
building supply business, promotion, loans, 
some architectural drafting and estimating. 
Former General Building Contractor. Hard 
worker, can build new business. Available for 
any location. Address Box B-37, American 
Lumberman. Inc. 


116 





I. D. A. 


Wholesale Lumber and Plywood Corporation. 
11635 W. Grand Ave., Melrose Park, Ill. TE 4- 
8100 TWX Elmhurst 3370 
Commission-wholesale-in-transit. We have 
complete facilities for unloading. storing and 
reloading of transit cars. Through rate pro- 
tected. PUT US ON YOUR MAILING LIST. 





BUSINESS OPPORTUNITIES 





Moulding Manufacturing Plant in the South- 
west considering active associate with $15,000 
to $25,000 investment. Good oppportunity. Ad- 
dress Box B-4l, American Lumberman, Inc. 





FOR LEASE in Southwestern Michigan town, 
Population 8000, an established retail lumber 
yard complete with inventory, modern office, 
display room, sheds and equipment. Best lo- 
cation in thriving two yard town with good 
industries, farms, and lake trade. Good rea- 
sons for selling. Address Box B-42, American 
Lumberman, Inc. 





LUMBER & DIMENSION 
FOR SALE 





Pine, Cypress, Juniper Lumber 

Zone Building Maintenance Products 

P. E. Cayton, 500 Office St., Phone 3388. 
Edenton, North Carolina 


FOR SALE 


V-60 Yates Resaw 60°° LH—tilt rolls. 
Practically new. Pilot wheel set works 
for fractional sawing. V-belt drive 
75 HP. Six 18 gauge saws. Last 
word for complete unit. $8,100.00. 


HUSS LUMBER COMPANY 


1350 W. Fullerton Avenue 
Chicago 14, Illinois 


MILL MACHINERY 


Band Saw 64° wheels, 8°’ saws 

Knight Carriage, 4 blocks 20 or 36° long 

No. 1 Boss Timber Surfacer, size 30'’x16™ 

Berlin Band Resaw, 54°° Wheels 6° saws 

Ross Carrier, Model 70. 5 ton 

Mall Chain Saw No. 7 (Gasoline) 3 foot cut 

Monarch Uni-point circular CC Saw 5 H.P. 

Burroughs Moon Hopkins No. 7200 Calculating 
Machine 

Elliott Postal Card Printer 

2 Kardexes - 14 drawers - cards 3x5 

Above machinery in excellent condition with 

motors, starters, switches and fans. 


Bishop Lbr. Co., 2315 Elston Ave., Chicago, Ill. 


ROSS FORK LIFT 
7, ton 171/2' lift. 48° forks, dual pneumatic 
tires. Traverse and slope — carriage. Ex- 
cellent condition. Grigg Box & Lbr. Co. — 
5159 Loraine Ave., Detroit, Michigan. 





BUSINESSES FOR SALE 








Building Material, Coal and Paint. Average 
last five years—$175,000. Excellent profit rec- 
ord. 35,000 inventory. Best town of four 
thousand in western Michigan. Good farming 
and resort area. Inventory at cost, reasonable 
appraisal on equipment. Will lease land and 
buildings or sell complete. $25,000 will handle 
for right party. Other interests reason for 
— Address Box A-38 American Lumberman, 
nc. 


Lumber Yard in Wisconsin City of 15,000. 
Annual sales average $125,000. Inventory 
about $25,000. Land, buildings and equip- 
ment, $14,000 plus inventory. Write Box B-32, 
American Lumberman, Inc. 

Well established lumber and building ma- 
terials business with completely equipped mill. 
Exceptional location. Contact 3. W. Morrissey. 
Fletcher Trust Bldg., Indianapolis, Ind. 





Prosperous building material business in Mich- 
igan's best tourist town. Ample warehouses 
and yard space. Large, modern salesroom. 
Best of prospects. Would prefer to lease land 
and buildings. About sixty thousand will cover 
stock and equipment. Apply Box B-43, Ameri- 
can Lumberman, Inc. 





For Sale, Lumber, hardware, ranch supply 
business in North Central Nebraska County 
Seat town. Large trade area serves 3 Ne- 
braska counties and has lucrative South Da- 
kota following. Two yard town, has weekly 
livestock auction to pack them in, has new 
swimming pool, and county has voted new 
$350,000 24 bed hospital to be built this next 
year. This business was pictured in the Mural 
Exposition at Cleveland National Retail Lum- 
ber Dealer’s Association, one of 7 so honored 
in Nebraska. Has most traffic in town with 
Post Office adjacent. Reason for selling — 
3 partners can’t agree. none with sufficient 
capital to buy out the others so all must 
sacrifice. Inventory and Fixtures approx. $100,- 
000. With long term iease on Real Estate or 
sale as desired. For more complete details, 
write Box B-44, American Lumberman, Inc. 





MISCELLANEOUS FOR SALE 











CARPENTERS APRONS 
Write for prices and information. 


THE MINNESOTA SPECIALTY CO. 
Minneapolis, Minn. 





DOUBLE YOUR INCOME from your news- 
paper advertising by using our Low Cost 
““Timber-r-r’’ cartoons. For FREE proofs write 
LILLY ADVERTISING CARTOONS, Box 167, 
Long Beach 1, Calif. 
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Electric Impact Wrench 

New Model No. 777 Electric Impact 
Wrench weighs only 7% pounds, has 
excellent balance and is easily con- 
trolled with one hand, says maker. 
Besides running and removing nuts, 
bolts and studs, it performs a wide 
variety of jobs, such as, tapping, 
threading and rethreading, drilling 
metal, wood and masonry, reaming 
and operating hole saws. Hex and 
square sockets for the No. 777 are 
supplied in a broad range of sizes; 
adaptors, chucks and many other ac- 
cessories are also available. Millers 
Falls Co., Dept. AL, Greenfield, Mass. 

Circle No. 270 on Coupon, page 118. 
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No. 101 Tacker Gun 


A new, low-priced staple gun, the 
No. 101 takes two staple sizes, 4/16” 
and 5/16”, without mechanical change. 
Has a built-in staple extractor, special 
lock to hold handle flush so that it 
will actually fit in your shirt pocket. 
Special load indicator shows how 
many staples you have left. Made of 
steel and case-hardened for lifetime 
use, no oiling is required at any time 
and it gets within 1/16” of corners, 
says maker. Swingline, Inc., Dept. AL, 
32-00 Skillman Ave., Long Island City 
LN. 2 

Circle No. 271 on Coupon, page 118. 


Fits Conveniently in Pocket 

The Chieftain, a new quarter-inch 
steel tape, is enclosed in a chrome- 
plated case. The rule is 4” thick with 
a white metal background and black 
markings. The upper edge is in six- 
teenths and thirty-seconds, the lower 
edge in quarters and eighths. The 
blade is equipped with the Carlson 
Swing Tip of tempered tool steel, 
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which hooks on to an edge and holds 
tape securely for measurement. Avail- 
able in both 6’ and 8’ lengths. Henry 
Disston Div., H. K. Porter Co., Inc., 
Dept. AL, Unruh and Milnor Sts., 
Philadelphia 35, Penna. 

Circle No. 272 on Coupon. page 118. 


Drill Becomes an Anchor 


The Phillips Red Head can be in- 
stalled in the toughest concrete, ma- 
sonry or stone without a drill, says 
maker. It is a fast-cutting hollow core 
drill that burrows its way into the 
solid concrete, brick or stone in two 
minutes, then becomes an anchor for 
a 4” bolt, it is said. It will hold up 


to a ton and can’t pull out of the hole, 
rust out, melt out or vibrate loose, 
because of full dovetail expansion, it 
is claimed. Phillips Drill Co., Dept. 
AL, U. S. 12, Michigan City, Ind. 
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Informative displays will boost your 


homeowner sales—use MULTIPLEX PANELS 





Today's retail lumber dealer knows the need for merchan- 
dise displays that inform. The shopper wants to find out 
about sizes, prices, colors, uses, etc., without asking a lot 
of ‘foolish questions’’ of a salesman 

Thousands of lumber dealers are now using Multiplex 
Panels to do this job of informative merchandise display 
; . and many manufacturers* will provide you free dis- 
play kits to fit Multiplex Panels 

The steel-framed panels use peg-board, fiberboard, ply- 
wood and other fillers . can be used as a single stand- 
up unit, or in a wall-mounted swinging-panel display 
And, in the wail-type unit, display panels are removable 
and interchangeable with sample doors 

The coupon will bring you a booklet illustrating the use 
of Multiplex in other dealers’ showrooms and describing 
construction features, sizes, prices, etc. Mail it now, and 
get the facts. 

*List of manufacturers’ names on request. 


DISPLAY FIXTURE COMPANY 
907-917 North 10th St., St. Louis 1, Mo. 
Please send your Display Equipment Catalog 
NAME 
COMPANY 
ADDRESS 
CITY & STATE 
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News Makers 


e R. S. Bacon Veneer Co., Chicago, 
announces the election of John J. 
Walsh as vice-president in charge of 
its Panawall div. 


e To further improve the firm’s com- 
petitive aspects, National Gypsum Co., 
Buffalo, N. Y., reports it has added 
a new product div. and a separate 
paint sales div. Al H. Fay, who was 
formerly general commodity manager, 
has been promoted to the position of 
and Joseph E. Se- 
named paint sales 
manager. The promotion of Dion T. 
Rahill, Jr., to the position of 
promotion manager Is also announced. 


products director 
guine has been 


sales 


e Hillman Lueddemann of Pope & 
Talbot, Inc., was reelected president 
of the Lumbermen’s Industrial Rela- 
tions Committee, Inc., at the group’s 
recent meeting in Portland, Ore. 


e Appointment of L. J. Francisco as 
assistant general manager of the 
plastics and resins div. is announced 
by American Cyanamid Co., New York 
City. He was formerly vice-president, 
sales and advertising, for Formica, a 
subsidiary of Cyanamid. J. A. Healy, 
who has been eastern regional sales 
manager for Formica, succeeds Fran- 
cisco as vice-president, sales and ad- 
vertising, Formica Corp., Cincinnati. 


e Robert J. Criddle has been promoted 
to the newly created position of gen- 
eral sales manager, contract and 
builder sales div., for RCA Whirlpool 
kitchens and home appliances, Whirl- 
pool Corp., St. Joseph, Mich. 


e Kay-Tite Co., West Orange, N. J., 
manufacturer of masonry water repel- 
lents, announces the completion of an 
extensive program of expansion. Its 
new president is Rudolph O. Bernard, 
formerly general sales manager, build- 
ing materials and hardware div., Igoe 
Brothers, Newark. 


e Miami Window Corp., Hialeah, Fla., 
will expand its activities 
throughout the entire U. S. in 1958, 
nearly doubling its opera- 
tions, reports president S. G. Kus- 
worm, Jr. The 15 states the firm plans 
to add ot its far-flung regional setup 
this year are in the western half of 


sales 


scope of 


Harvey Meyerhoff, Baltimore build- 
er, described cost controls as “the 
lifeblood of the building business.” 
His firm had 84 separate cost items 
on their estimate sheets. 

“This convinced us that we should 
do our own brick work. We check our 
current monthly against our 
estimates,” he said. 


costs 


Detroit builder Irving Rose advised 
other builders to examine their finan- 
cial aims to get a maximum return 
on their capital. He suggested these 
guideposts: 

1. Caleulate your profit on your in- 
vestment. 

Watch 

caught 

don’t 
idle. 


Know your bank and your banker. 


cash flow. Don’t get 
too little money, but 
money to sit around 


your 
with 
allow 


their 
Oklahoma 
urged 
NAHB 
controls to 
where you spend it and when.” 


country, from Minn. to Ore. to 


Calif. 


Control Your Costs. 
Builders Warned 


Pointing out that two-thirds of a! 


companies fail in 
Thomas McIntyre, 
City lawyer and CPA, 
builders and dealers at the 
Exposition to establish cost 
“know what you spend, 


construction 
first year, 





use THIS ene 


Nome___ 
(Please Print) 


Company 


City 


10 1t 

21 #22 «23 25 27 30 «(31 
41 42 43 4s 47 so 51 
61 62 63 65 67 70 71 
81 82 83 85 87 90 91 
101 102 103 104 105 106 107 108 109 110 111 
921 122 123 124 125 126 127 128 129 130 131 
141 142 143 144 145 146 147 148 149 150 151 
161 162 163 164 165 166 167 168 169 170 171 
181 182 183 184 185 186 187 188 189 190 191 


201 202 203 204 205 206 207 208 209 210 211 
221 222 223 224 225 226 227 228 229 230 231 
241 242 243 244 245 246 247 248 249 250 251 
261 262 263 264 265 266 267 268 269 270 271 
281 282 283 284 285 286 287 288 289 290 291 


Develop a close and continuing re- 
lationship with your banker. Ask 
only for advice and opinion. Build- 
ers generally are too timid about 
consulting their banker. 
Investigate easier ways to do con- 
struction financing. Get a blanket 
mortgage rather than individual 
loans. 

Don’t forget federal income taxes. 
The time to think about taxes is 
when you start a project, not after- 
ward. 

Assess your risk in relation to your 
return. 


12 13 14 15 16 17 18 19 20 
32 33 34 35 3% 37 38 «(39 «40 
52 53 54 55 56 S7 S58 S59 60 
72 73 74 75 7% 77 78 79 80 
92 93 94 9S 96 97 98 99 100 
112 113 114 115 116 117 118 119 120 
132 133 134 135 136 137 138 139 140 
152 153 154 155 156 157 158 159 160 
172 173 174 175 176 177 178 179 180 
192 193 194 195 196 197 198 199 200 


212 213 214 215 216 217 218 219 220 
232 233 234 235 236 237 238 239 240 
252 253 254 255 256 257 258 259 260 
272 273 274 275 276 277 278 279 280 
292 293 294 295 296 297 298 299 300 


Position 


Street 


Mail to American Lumberman & Building Products Merchandiser, 139 N. Clark St., Chicago 2, Il. 
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Acme Appliance Mfg. Co 
Acme Quality Paints, Ine 
Aluminum Co. of America 
American Screen Products Co 
Armstrong Cork Co 

Arrow Fastener Co., Inc 


Auburn Fishhook Co., Ine. 


Barclay Mfg. Co., Inc 
farclite Corp. of America 
Bird & Son, Ine 


Bolta Products Div., 
The General Tire & Rubber Co 


Bradley Lbr. Co. of Arkansas 


Bunyan Lbr. Co., Paul 


California Redwood Assn 
Capitol Products Corp 

Celotex Corp., The 

Chevrolet Div. of General Motors 
Cloud Oak Flooring Co 
Colorado Fuel and Iron Corp., The 
Columbia Mills, Inc., The 

Concord Woodworking Co 


Continental Can Co., 
Conolite Div 


Copeland Lbr. Co 
Curtis Companies, In 
Cyclone Fence Dept., 


American Steel & Wire Div., 
", S. Steel Corp, 


Dexter Lock Division 
Dexter Industries, In« 


Dodge Corp., FLW 
du Pont de Nemours & Co., Inc 
Durham Co., Donald 


Dur-O-walL Div 
Cedar Rapids Block Co 


Fordyce Lbr. Co 


General Tire & Rubber Co., The 
Bolta Products Div 


Gering Products, Ine 


Goodman Lbr. Co 


Habitant Fence, Ine 
Hobbs Wall Lbr. Co 
Hoenig Plywood Corp 


Homasote ‘o 


Keystone Steel & Wire Co 


Knape & Vogt Mfg. Co 


Lawrence & Co., W. W 


Leigh Building Products, 
Div. of Air Control Products, Ine 


Libbey-Owens-Ford Glass Co. 


Louver Mfg. Co 


BUILDING PRODUCTS MERCHANDISER 


Lowe Brothers Co., The 
Lucas & Co., Ine., Johr 


Lumbermens Mutual Casualty ¢ 


Macklanburg-Duncan 
Magna Power Tool Corp 
Marlite Division of Masonite 
Martin-Senour Co., The 
Masonite Corporation 

Mauk Lumber Co., The C 
Mauk Seattle Lbr. Co 
Minnesota Mining & Mfg 


Multiplex Display Fixture C 


National Gypsum Cr 


National Mfg, Co 


Orangeburg Mfg. Co., Ine 


Owens-Corning Fiberglass C 


Pacific Lbr. Co 
Penberthy Lbr 
Pickering Ldbr 


Pierce & Ste 


Reynolds Metals Co 
Roddis Plywood Corp 


Rogers Paint Products, Inc¢ 


ReOeW Sales Co 


Sherwin-Williams Co 
Simpson Redwood Co 
Skil Corporation 
Smith & Son, In Seymour 


Southwest Lbr. Mills, In« 


Stanley Tools, Div. of 
The Stanley Works 


Tennessee Stove Works 
Timber Engineering Co 


Turnbuckles, In« 


Union Lbr. Co 
U. S. Steel Cor 
U. S. Steel Export Co 


Upson Co., The 


Vestal Mfg. Co 


Weather-Proof C« The 
Wells Lbr. Co., J. W 

Welsh Plywood Corp 
Weyerhaeuser Sales Co 
White Instrument Co., David 
Winslow Scale Co 
Wisconsin-Michigan Group 
W. M. Products Co 


Wood Conversion Co 





BEST PROFIT ITEMS 


(begins on page 48) 





power mowers were still the third 
highest item on the garden depart- 
ment list dollarwise. 

Wheelbarrows also sold well 
(about 75 units), but garden carts 
trailed the list. By concentrating 
on one line, Street Supply sold a 
carload of fertilizers and lawn 
seed during the season. Using a 
single source of supply, the firm 
was able to take advantage of car- 
load savings. The firm sold be- 
tween 15-20 tons of lime. Although 
this is a fairly inexpensive item, 
the markup is good. 

Street Supply tried shrubs last 
season, but discovered that unless 
shrubbery can be left in one place, 
it doesn’t pay as a garden item. 
Anticipating the necessity for 
moving the shrubs into the store 
every night, Street Supply carried 
only potted shrubs. Even this 
proved unsatisfactory, however, as 
the daily shifting of the plants 
caused more loss than profit. 

When seed and power mower 
sales fall off in July and August, 
Street Supply discovered that they 
can extend their sales pace for as 
much as four weeks with the sale 
of lawn furniture. 





REDWOOD SELLS 
THE BUILDER 


(begins on page 80) 





made available to retailers is of- 
fered contractors at no charge. 


e “Mr. Contractor, Handle it 
Right!” This folder can be sent 
out on loads or used by the dealer as 
a mailing piece. Small charge. 


e Samples. Handy 3”x5” slats 
showing tested natural exterior 
finishes listed by brand name in 
CRA data sheet 4B3-1 supplement 
are supplied free in small quanti- 
ties. They can be used to display 
the actual appearance of some of 
the finishes which meet CRA dura- 
bility standards 


© Sweet's insert from CRA gives 
a brief summary for specifying ap- 
plication, finishing. Small charge 
for quantities. 


e CRA has a color and sound slide 
film useful for contractor meetings 
titled “In Your Hands”; it deals 
with construction and finishing of 
siding. Loaned free. 


e Panel display. This is a com- 
pact kit of attractive color panels 
8’ long, 20” high which can be used 
as a counter or table display. It 
shows uses of redwood and is avail- 
able for meetings, home shows and 
for special displays at no charge. 
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“What makes you think she’s stupid ?” 
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“Yesterday I hello to her and_ she 
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said was stuck for ar 


Another MAUK Announcement Starting Mid-February, 
DFPA Hot Press Plywood Sheathing will be marked 
Giant Marking for Nailing Centers.” This will help keep 
customers coming back for more. 
Glue Line” Panels, on which we guarantee against delamination 
for SIX months, even in open storage 


We are supplying laminated Doug Fir Beams and Arches to 


gether with the double T&G Roof Decking in all sizes and 


omplet 


can be shipped in the same car so the « 
jobsite together. 


species Thes 
roof arrives at the 

Have you tried the Lifetime Wood? We specialize in Western 
Red Cedar Clears Cut Stock. 
manufactured in Seattle to your specifications. 
too difficult 


No Specificatic n 


Inland Cedar paneling with tight red intergrown k 
mother MAUK special 


a ae 


lia says if we judged everything by appearances no 
yyster. 


Simple Ce 
body would eat ar 
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Do 
Do 
m opening in the 
Do you know what an h 


u know What Dep't 
ou know what a pickpocket is? A garment 
you know what a burglar is? A gent who 
better stores. 

nest value 1s” {n4 
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WAUK deal 


MAUK Seattle Lumber Co. 


Seattle 5, Washington 


* * * 
The G. A. MAUK Lumber Co. 
Toledo 8, Ohio 
Circle No. 52 on Coupon, page 118 


Don’t overlook our “Fortified 


Our high grade Cedar will be 
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Pole-Type Shed Gives Dealer 
Low-Cost Storage Space 


Low cost additional storage was obtained recently 
at Mead Lumber Co., Ashland, Neb., when a 96’ lean- 
to was erected against the back of an existing storage 
shed. Pressure-creosoted poles were sunk in the 
ground on 14’ centers, topped by a scabbed-on plate 
and rafters extended to it from the back wall of the 
existing shed. 

Rafter connections were made with sheet metal 
framing anchors to compensate for any roof lifting 
action which might be caused by high winds. Cost per 
square foot of the new storage space, though not known 
by management prior to completion of the job, obvi- 
ously was very low. 





| él 


| Extended Bed Gives 
Pickup Truck Added Utility 


A light-weight roller mounted in a steel frame is 
welded to the rear of a pick-up truck operated by 


Terry Lumber Co., Northridge, Calif. This extends 
the bed of the truck by more than 114’. The job was 
done for the firm by a local welding shop and makes 
the pick-up available for quick deliveries of small lots 
of lumber. 
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_ PACS 


Practically sell on sight 


These attractive merchandise containers 
(polyethylene bags) enhance the lustrous 
finishes of the hardware. Your trade can 
see at a glance the style and the finish, with 
all of the component parts safely intact to 
insure a first class installation. 


Separate compartments 
for screws 


Plated finishes of the hardware are further 
protected from mars or damage by sealing 
the screws into a separate section of the 


plastic bags. 


~_/ No. V833 Barrel Bolt Label tops of the “pacs” are punched for 
Maier is : ; , 
5 hanging on peg display racks, and a circular 
Netenal Menutecturing Co. Sterting il " = 

blank spot is conveniently provided for mark- 
ing prices, etc. 
Only a limited number of products are now 
packed in this new form of “dress package” 
—at no extra cost. For those who desire it, all 
of the National line of Builders’ Hardware 
is still packed in the conventional manner. 


Light Strap Hinges No. V485 Ornamental Hinge 


Yy “ / a o . s 


NATIONAL MANUF A 


MANUFACTURING CO. 


Sterling, Illinois 


Light ‘’T’ Hinges No. V214 Pull 
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The MAN with the MONEY 


has an eye for good looks! 


The Man with the Money—your prospective customer, that is— 
has different ways of selecting lumber, depending on who he is. If 
he’s a non-professional who “does-it-himself,” good looks are im- 
portant because he likes to hear Mama and the neighbors tell him 
how good the finished job looks. That’s why he’s generally attracted 
first by lumber with clean, bright appearance. He knows that lumber 
should be well-dried, too. And he’s downright insistent on precision 
milling . .. no torn or raised grain, no chipped knots. . . because his 
project isn’t fun any more if he has to do too much planing and 
sanding to make it look right. 

He makes sure he’s getting all these quality features in lumber 
the same way he makes sure he’s getting top quality in tools and 
paint: he relies on a reputable brand-name label! 

The Man with the Money buys a lot of high-quality, brand- 
name lumber for his do-it-yourself handiwork. Stock the clean, 
bright, good-looking lumber end-stamped with the “Indian Sign” 
brand and you'll be a man with money, too! 

Here's the kind of quality and dependability 1! w*stomer den 

n Ponderosa P 
the fine, soft texture of high-altitude timber 
kiln dried e precision milled =e brand identified 
clean, bright appearance; waxed ends 
consistently graded  e carefully handled and loaded 
speedy, dependable delivery the year ‘round 





; , 
ple umber 





laliveo ’ 
fhe b a d southwest deuver 


SOUTHWEST BRAND PONDEROSA PINE LUMBER 
Made to please the Man with the Money —your customer 


‘\ fouthwest 


LUMBER MILLS. INC. (R) 











SIDING + SHEATHING + SUB-FLOORING + ROOF DECKING + PANELING ~- INTERIOR FINISH 
General Offices: P. 0. Box 908, Phoenix, Arizona 


Mills at Flagstaff and McNary 
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